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FIFTY-SEVENTH 


ANNUAL 
STATEMENT 


December 31, 1936 


RESOURCES 
Cash in: Office and Banks...( 4.3%) $1,611,073.09 


Bonds: 
U. S. Government ( 5.9%) 2,199,579.82 
State, Canadian and 
Municipal ............ (19.8%) 7,386,792.12 
Railroad es 3,211,915.60 
Public Utilities er 6,845,778.20 
Industrial and 
Miscellaneous .........( . 214,715.15 
SNIGM Sh co5. 55. peer 1,606,957.39 
Mortgage Loans: 
«See 2,493,511.83 
oO ee eee 787,601.10 
Loans to Policyholders.....(16. 6,212,196.75 
Real Estate (Including 
Home Office Bldg.).....( 7.0%) 2,624,704.94 
Real Estate Sold Under 
Co on a aa 
Premiums (Net): 
Outstanding or deferred, 
secured by Polic 
Witenes 2. oo bse ER) 1 ,236,583.47 
Interest due and accrued 
and other admitted 
assets -..{ 1.0%) 384,218.60 


.- 0 13%) 464,925.40 


$37,280,553.46 


INSURANCE IN FORCE 


LIABILITIES 


Reserves on Policies. .. ir .. .$31,692,691.09 


Claims awaiting proof....... r 106,194.00 
Reserved for unreported claims ....... 50,000.00 
Reserved for Taxes payable in 1937. ... 195,000.00 
Dividends for Policyholders...... . 1,504,911.91 
Interest paid in advance.............. 135,534.86 


Premiums paid in advance including 
Premium Deposit Funds 985,260.14 


Additional Reserves ..... 150,000.00 
Other liabilities .. ; 30,136.96 
Contingency Fund vee . 350,000.00 
Surplus ...... ; ...... 2,080,824.50 


Soc ccee eee. $37,280,553.46 
$203,691 ,664 


Growth in 1936, $5,831,102; In 10 Years 54%4.—All Companies 32%. 


ASSETS 


$37,280,553 


Growth in 1936, $3,404,364; In 10 Years 145%—All Companies 92%. 


SURPLUS 


$2,430,824 


Growth in 1936, $255,814; In 10 Years 949%4,—All Companies 44%. 
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In full color, this advertisement appears in a number of leading magazines as a part of the national advertising campaign of 


NEW YORK LIFE INSURANCE COMPANY 
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New York Life Insurance Company's reproduction of the painting “The Flying Cloud” by Montague Dawson, Courtesy of the owner, Philip Suval, Inc., New York City 


THROUGH EVERY “STORM 


Like a sturdy ship, the New York 
Life has come through every “storm” 


... every test... safe and staunch. 


There are three major tests of the 
strength and stability of a life insurance 
company. Two of them apply to all finan- 
cial institutions, and the third is a test 
of life insurance companies in particular: 
the panics, when thousands of people lose 
their hard-earned savings in speculative 
ventures or unfortunate investments... 


the wars, when the entire economic life of 


the nation is thrown out of balance... 
the epidemics, which sweep the country 
and result in large total payments to 
those who have been protected through 


life insurance. 


New York Life has repeatedly met 
these three tests since it was founded 
as a mutual life insurance company on 


April 12, 1845. 


In the light of the panics, wars and 
epidemics of the past, it should be ob- 
vious why the New York Life adheres 'to 


] 


... SINCE 1845 


a philosophy of conservatism. In invest- 
ing the assets which it holds for the 
benefit of its policyholders, the Company 
is guided by the principle that safety 1s 
always the first consideration. New York 
Life calculates its policy reserves on the 
most conservative basis used by Ameri- 
can life insurance companies. 


The margins of safety behind a New 
York Life policy are such that a policy- 
holder need never worry about the security 
of his insurance in the New York Life. 


SAFETY IS ALWAYS THE FIRST CONSIDERATION ... NOTHING ELSE IS SO IMPORTANT 


The NEW YORK Lier eA Mutual Company founded 92 years ago on April 12, 1845 


THOMAS A. BUCKNER, Chairman of the Board 
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Social Security 
Aids Death Cover 


M.A. Linton Sees Federal Monthly 
Income Emphasis Boosting 
Family Protection 





WILLIAMSON ON PROGRAM 


——_ 


Provident Mutual President and Secur- 
ity Board’s Actuarial Consultant Ad- 
dress New York City Life Men 


NEW YORK, Feb. 11—Government 
advertising of the income idea through 
social security is very important to the 
life insurance business and any agent 
who is alive to the opportunity should 
be able to utilize it to sell not only 
old age insurance but family protection 
as well, President M. A. Linton of the 
Provident Mutual Life declared at the 
first of a series of eight lectures on the 
technique of selling conducted by the 
New York City Life Underwriters As- 
sociation. He expressed the hope that 
extension of social security benefits 
would be less and less in the direction 
of providing for the relatively well-to- 
) do. The exemption of private pension 

plans, he said, would be very difficult 

to arrange and the best system would 

be to build private pension plans on 

the foundation existing in federal so- 
> cial security. 

The other speaker, W. R. William- 
| Son, actuarial consultant of the federal 
| Social Security Board and former as- 

sistant actuary of the Travelers, ex- 

plained the necessity of social security 
| legislation to provide for the millions 
F at the lower end of the economic scale 
} who have neither the knowledge of in- 
» surance and thrift nor the surplus earn- 
| Ings to enable them to provide for life’s 
contingencies without outside aid. 


Fosters Life Insurance’s Aim 


In stressing the help to the sale of 
family protection insurance that the 
government’s social security plan is giv- 
ing, Mr. Linton said that the govern- 
ment, in placing everything on an in- 
come basis is doing what the life in- 
Surance business has long beeen trying 
to do. When interpreted in terms of 
monthly income, the need for family 
Protection insurance stands out clearly 
in the average case, he reminded his 
hearers, 

The only previous. experience with 
government in the insurance business 
was the war risk insurance, Mr. Linton 
Said. At that time it was feared that 
extension of the war risk idea might 
put the companies out of business. 
However, the idea of insuring young 
men for $10,000 each, when a few thou- 
sand dollars of insurance was previously 
considered a substantial amount, re- 
sulted in a tremendous post-war boom 
in life insurance, even though some of 
the increase may have been due to gen- 


ost- 





nt 


Metropolitan Registered 
Billion Insurance Gain 





Chairman Ecker Gives Basis of 
1937 Ordinary Dividend 
Scale 





NEW YORK, Feb. 11—The Metro- 
politan Life’s ordinary dividends for 
1937 are computed on a 3.75 interest 
basis, or an excess of one-quarter of 1 
percent above the reserve basis used 
until Jan. 1, 1935 and three-quarters of 
1 percent on policies issued since then. 
The dividend year begins May 1. 

This basis was explained by ‘Chairman 
F. H. Ecker at the company’s 3-day 
managerial convention here. Dividends 
payable on policies in 1937 will, in many 
cases, be higher than last year and in 
all cases, wth the exception of certain 
term, single premium policies and the 
first dividend payable on limited pay- 
ment life policies after they become 
paid up, at least as high as the amount 
paid last year. He explained that it 
has been-necessary to reduce dividends 
on single premium policies because the 
interest factor has a more important 
effect on the dividends on such policies. 
Excess interest on supplementary con- 
tracts and dividends left at interest will 
be on the same basis as last year. 


Net Interest 3.57 Percent 


The Metropolitan in 1936 earned a 
net interest return of 3.57 percent as 
compared with 3.69 percent reported for 
last year. However, if this were ad- 
justed to provide for net changes in re- 
ported investment values, the rate 
would be 3.84 percent as compared 
with 3.48 percent for 1935, Mr. Ecker 
explained. 

The improvement is due largely to a 
non-recurrent income for the year 1936 
in the profit realized on the call price 
paid for investments refunded and the 
increase in market values of securities 
not subject to amortization. Refunding 
operations have been more numerous 
than at any time in the past, a perfectly 
natural result of the low interest rate 
and the refinancing of all investments 
containing a privilege of calling them 
before they are due, Mr. Ecker pointed 
out. 

Analyzes Interest Rates 


Interest earnings, when broken down, 
are somewhat more favorable to the or- 
dinary department, a fact which is 
taken into consideration in the declara- 
tion of dividends, Mr. Ecker said, ad- 
ding, however, that it was the falling 
interest rate which prompted the adop- 
tion of the 3 percent basis for new or- 
dinary policies at the beginning of 1935. 
Government bonds, constituting 28 
percent of the bond portfolio, had a ma- 
terial effect on the yield from all bond 
holdings, the overall yield on bonds 
being 3.49 percent. The average yield 
on all stocks, which with the exception 
of a very small amount are preferred 
and guaranteed, was 5.59 percent, mak- 


Vindicates Prediction Made at 
Last Year’s Managerial 
Convention 





NEW YORK, Feb. 11.—An increase 
of insurance in force of $1,042,000,000 
was registered by the Metropolitan Life 
in bringing its total figure to the 
present record high of $21,310,975,784, 
thereby verifying the prediction made 
at last year’s convention by F. 
Ecker, then president and now chair- 
man of the board. This was revealed 
by President L. A. Lincoln at the com- 
pany’s three-day managerial convention. 

“The ultimate test of our satisfac- 
tory service to the people of the United 
States and Canada undoubtedly lies in the 
figures of insurance in force,” Mr. Lin- 
coln said. “It is not so much the is- 
sue or the revival of business which 
tests our service as it is the combined 
results of issue and conservation. The 
people of our two countries have en- 
dorsed our service by increasing their 
insurance with us during 1936 in the 
sum of over a billion dollars. 

Has 20 Percent of Total 

“At the close of 1936 all United 
States legal reserve companies had a to- 
tal in force of about $104,500,000,000, of 
which the Metropolitan had therefore 
20.04 percent. The corresponding per- 
centage of the Metropolitan total to all 
companies in 1935 was 20.1 percent. In- 
asmuch as the United States has ap- 
proximately two-thirds of all level 
premium life insurance in force in the 
world, there is, therefore, in force in 
your company somewhere around one- 
eighth of all the life insurance in the 
whole world.” 

In 1936 the Metropolitan’s ordinary 
issue was $1,097,700,000, a decrease of 
.3 of 1 percent, while other companies 
reporting to the Life Presidents Asso- 
ciation issued $4,271,162,000, a decrease 
of 4.6 percent. Because the Metropol- 
itan issued an abnormal amount of or- 
dinary business in the early months of 
1935 because of the rate increases which 
took place on Jan. 1 of that year, Mr. 
Lincoln also made a comparison of the 

(CONTINUED ON PAGE 28) 
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Daily Record Outlined 
by Metropolitan Life 





To show the wide scope of a 
great company like the Metropoli- 
tan Life, it is interesting to know 
that the average for each business 
day last year was 2,344 in number 
of claims paid; 17,284 in number 
of life policies issued and revived; 
$9,818,422 in life insurance issued 
revived and increased; $2,450,501 
in payments to policyholders in 
addition to reserves; $857,753 in 
increase in assets. 





Sees Responsibility 
for Agency Force 







President Lincoln of Metropolitan 
Says Agents’ Success Is 






Company Problem 







MAKE PSYCHOLOGY STUDY 






Necessity to Apply Sound, Scientific 
Management Principles Is 
Stressed by Official 









im- 


NEW YORK, Feb. 11.—The 
portance of applying sound scientific 
management principles to the selection 
and supervision of agents and the prog- 
ress the Metropolitan is making in this 
direction were outlined by President 
L. A. Lincoln at a banquet which con- 
cluded the three-day managerial conven- 
tion. 

“We believe that management must 
take upon itself the responsibility for 
those it manages,” he said. “We are 
deeply concerned with the success of 
every man in the field. 

Management Should Be Science 


“We believe that management should 
be studied as a science, that cause and 
effect must be carefully analyzed. That 
is the reason for the definite steps taken 
by our company during the last five 
years to improve our management. The 
500 men who have taken our training 
course for managers, including the super- 
intendents of agencies, realize that we 
are not experimenting with new theo- 
ries, but rather are bringing to our man- 
agers certain principles in the science 
of management, based not alone upon 
our own, but upon the knowledge and 
experience of others in many lines of 
business. 

“After all, management means the 
selection of men of good character and 
potential ability, training them in the 
proper methods of work, supervising 
them carefully in their daily activities, 
and inspiring them to do the best work 
of which they are capable. 

Interesting and Strenuous 

“IT am quite sure that our managers 
are beginning to see that the job of 
management is as interesting as it is 
strenuous. They are beginning to realize 
that the most interesting study of man- 
kind is man. They recognize that 
changes are taking place in our business, 
as well as in our economic and political 
life. They realize that their problems 
of the future are going to be different 
from those in the past. Insurance buyers 
are insurance-conscious, if not insurance- 
wise, and they are demanding intelligent 
service. 

“IT recall again my visit to the field, 
this time when I think of our assistant 
managers. I think I am fully aware 
of the importance of the position of 
assistant managers in our organization. 
The future of our business rests upon 
the shoulders of our assistant managers. 
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Over Expansion of Agency Plants Criticised 
by Coburn As Lapse Factor 


In the last seven years there has 
lapsed or terminated in the United States 
more than $105,000,000,000 life insurance, 
an amount equal to or greater than all 
the legal reserve life insurance in force 
here tod&y, Vice-President Arthur Co- 
burn of the Southwestern Life, a noted 
actuary, stated in a talk at the sales con- 
gress held at Amarillo, Tex., sponsored 
by the Northwest Texas Association of 
Life Underwriters. 

“This of course is a deplorable rec- 
ord,” he said. “It should never be over- 
looked that most life insurance that 
lapses fails to fulfill the function for 
which it was sold. 


Fault in Selling Method 
May Be Public Matter 


“There seems to be something radi- 
cally the matter with the selling side of 
the life insurance business. It is rea- 
sonable to assume that sooner or later 
the public is going to get the facts.” 

Mr. Coburn said that recently a com- 
mittee in one state studied excessive life 
insurance lapsations, reporting that this 
business was 14.48 percent of total in 
force there, and recommending that the 
legislature investigate the possibility of 
taxing life companies according to their 
lapsation ratio, due to the fact there was 
wide variation in this item as between 
companies. 

Mr. Coburn offered a practical remedy. 
He said three years ago a life company 
with which he is familiar had an average 
policy duration of seven years and was 
selling life insurance to the public at 
a cost comparable to that charged by 
competitors. It was indicated to agents 
that if they would increase average du- 
ration of policies from seven to 11 years, 
they might be in position to undersell 
competitors by approximately 75 cents 
per $1,000. The sales force responded 
with the anticipated results. 


Cooperation Is Difficult to 
Get from Companies 


Mr. Coburn said life company man- 
agers are so diverse in character that 
constructive cooperation in the public 
interest is difficult to achieve; agree- 
ments may be signed from time to time, 
but it is likely these will be more hon- 
ored in the breach than in the observ- 
ance. One type of manager is some- 
what timid, fearful of conducting a life 
company as it should be conducted, he 
said, unless a group of fellow managers 
agree to go along on the same program 
of constructive reform. Another type is 
bolder, holding that the individual com- 
pany can be conducted in the public in- 
terest, irrespective of whether compet- 
itive companies are likewise conducted, 
and that to do so may enable it to offer 
insurance at lower cost and thus en- 
courage other companies to adopt a 
more constructive course. 


Outlines Proper Objectives of 
Life Insurance Business 


“The orderly conduct of the life busi- 
ness,’ Mr. Coburn said, “demands that 
the smallest amount of life ‘business 
should be sold each year to American 
citizens consistent with American citi- 
zens securing the necessary annual in- 
crease in the total volume of life busi- 
ness they own that their needs require. 
It is perfectly clear that each year there 
is improperly sold to American citizens 
a large amount of life insurance that 
such American citizens will be better 
off without. There should be a two-fold 
objective in the life insurance business. 
That is, to have more life insurance 
owned and at the same time less life 
insurance bought each year. 

_ “In view of the fact that the cost of 
living in this country will probably in- 





crease during the next three years, there 
is an imperative necessity that the av- 
erage income of life insurance salesmen 
should be augmented. If less life in- 
surance is to be sold and salesmen are to 
make more money selling it, what is the 
solution? There can be only one solu- 
tion. That is to have fewer life insur- 
ance salesmen. 


Finds Too Many Agents 
Are Drafted in Institution 


“At the present time it seems to me 
that there are about twice as many men 
selling life insurance as there should 
be. This deplorable condition results in 
a heavy turnover of life insurance 
agents. In one established life company, 
of about every four men in the agency 
organization only one man has had 10 
or more years’ service with that com- 
pany. Some companies may have a bet- 
ter record than this; other companies 
have a worse record. 

“American life insurance premiums 
contain an adequate margin to permit 
of life insurance being sold the Amer- 
ican public as it should be. Life insur- 
ance is not sold as it should be. 

“The development of the life business 
by means of an excessive sales force 
has certain detrimental consequences. 
It tends toward a non-persistent busi- 
ness with consequent excessive cost of 
life insurance to American citizens. It 
reduces the average earning capacity of 
salesmen. It tends to drive out of life 
insurance selling the better class of 
American citizens. 


Way to Secure Persistency 
Is By Moderate Force 


“Contrariwise, a program of a rel- 
atively small, better selected and better 
trained sales force has certain resultant 
consequences. It tends toward a higher 
persistency of business with consequent 
low cost of life insurance to American 
citizens. It tends to attract a better 
class of salesmen to the business. Like- 
wise, it definitely tends to a higher av- 
erage earning capacity of salesmen. 
For instance, in one sales organization 
with which I am familiar a program of 





a smaller agency organization has re- 
sulted in the last three years in increas- 
ing by 50 percent the average income of 
the average salesman.” 

Mr. Coburn said that in 1936 about 
8,000,000 American citizens purchased 
life policies, but of that number by the 
end of this year more than 2,000,000 will 
have lapsed their contracts. It is the 
public, he emphasized, that pays the bill. 
He expressed /belief that life company 
managers are going to do something to 
correct the situation or ultimately the 
matter will be taken out of their hands 
and corrected by some public authority. 


Lapsation Is Costly for 
Companies and Insureds 


The money wasted directly by citi- 
zens who either should not buy life in- 
surance or should, but do not, have their 
policies properly sold to them, is not 
the whole story, he said. Tremendous 
lapsation throws a heavy financial bur- 
den on life companies, which find it 
necessary to increase premium costs to 
recoup. 

“In the long run,” he said, “the Amer- 
ican citizens have to pay the freight for 
the incompetence of managers of life 
companies.” 

He asked whether expanding of 
agency operations, a program carried 
on by many companies, is a real pub- 
lic necessity. Because the life company 
has sums of money available for agency 
development it does not necessarily fol- 
low these should be so spent, he said. 
“It might be more constructive if some 
of that money were used to lower the 
cost of life insurance to the American 
public.” 

If all companies sought to boost their 
agency departments a lopsided develop- 
ment might take place, Mr. Coburn said. 
Companies with such programs might 
be expected to get an extra share of 
business at the expense of other com- 
panies, thus perhaps throwing out of 
balance the reasonable sums thev expend 
for agency development. 

Mr. Coburn emphasized that the mak- 
ing of unsound investments is not the 
only cause of company failure. Another 





Tell Metropolitan’s Achievements 











F. H. ECKER 





L. Ae LINCOLN 


L. A. Lincoln, president of the Metropolitan Life, and F. H. Ecker, chairman 
of the board, were the principal speakers at the meeting of that company’s 
managers in New York, outlining the results of the operations of the past year and 
the policies to be followed along various lines. 


cause is new business writings. He saij 
it appears to be unwise for an estab. 
lished company to write new busines 
volume greater than 14 percent of ingyr. 
ance on the books. This maximum hy 
not always ‘been adhered to, he sai¢, 
He cited a large company that was i 
financial peril in 1931, and if it had cop. 
tinued to write new business equal t 
10 percent of the “in force” figure 
scarcely could have survived. However 
production was cut drastically and the 
company is out of difficulties. 





Saving Renewal Commissions 
Seen as Key to Persistency 


A company which permits its agents 
to leave renewal commissions on deposit 
at 5 percent interest, Mr. Coburn said, 
finds their lapse rate much lower than 
that of other agents. The most impor. 
tant factor in persistency is personal 
financial condition of the agent. 

Drop in interest rate has brought life 
company managers facing the proposi- 
tion of either increasing premium ates 
or effecting greater economy in manage. 
ment, or rendering more _ productive 
money expended in agency development 








or securing new business. Increasing weet 
premium cost possibly has been over Boot el 
stressed. y the pr 
© consid 

Ask Leniency for Those in Flood cass 
Insurance Director Palmer of Illinois, with 
who is president of the National Asso B \fetro 
ciation of Insurance Commissioners, By jnduyst 
has bulletined the other state official, F > yr. 
suggesting that they request the com- [7 ings t 
panies domiciled in their states to extend F7 graft , 
leniency to policyyholders in the flood )% giput 
area in the payment of premiums where f7 4 joit 
circumstances warrant such considera F © cyran 
tion. Such a communication was ad- } © durin; 
dressed by Mr. Palmer to the life and [7 year 
accident and health companies in Ill- F © qraft 
nois and he sent a copy of his letter to F of 193 
the commissioners of other states, with FP) The 


the suggestion that they do likewise. In F 7 
the letter to companies, Mr. Palmer 














points out that life and accident and It : 
health companies generally have &- F@ inclu 
tended such leniency to policyholders. F 7 requi 
The executive committee of the insur- » wal 
ance commissioners’ convention, the By o.oo4, 
letter states, commends this attitude and Fy, 
suggests that a similar program be F7 
° _ BP posed 
adopted by all companies. Each com F™ bly 
pany addressed is asked to inform the F~ : ‘A 
commissioner of their attitude. bl 
/ > suspe 
eee > surer 
The field force of the Ohio State Life > judgr 
commemorated the birthday anniversaty P= 'mm<¢ 
of President Claris Adams Monday by fF teme 





presenting him a large volume of appl [- a 
the 

















cations from many states of the Union, | @ th 
the field force having put on a special | Pink 
campaign in his honor, without his | the « 
knowledge. The Oslico Club also pre: 7% recor 
sented Mr. Adams a huge bouquet % 7% new 
flowers. ness. 
= prov 
re dust 
Writes $68,000 Policy on The 
Return Trip From Meet ~ _ 
with 
W. J. Yuvan, Oakland, Cal, 
general agent of the Guarantee | qi: 
Mutual Life, works while he (% j,,), 
travels. While returning from his © ;,,,, 
company’s home office convention |= ii, 
at Omaha, Mr. Yuvan wrote © i}, 
a $68,000 retirement income policy pani 


on a “chance” Pullman acquain- © H 
tance, securing “cash with app. 7 gtat, 
He had the highest premium avét- 7 pre, 
age per $1,000 of business in his met 
company last year. and 
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-Y. Code Won’t Be 
Ready This Year 


ink Expects to Submit Revised 
Setup to the 1938 





ed 


Legislature 
He said 6 
N estab. 
business fe 
of insur. M MAKES ANNUAL REPORT 
num has 
he said i 
Hr inf Job of Redrafting Insurance Laws 
mo Proved More Formidable Than 
” figure Was at First Supposed 
lowever 7 
and the fF 


The New York department will prob- 
E ably not complete the revision of the 
'redrafting of the insurance laws in time 
“for submission to the 1937 legislature, 


agents ‘ ‘i ‘i i 
daa Superintendent Pink stated in his an- 
rn said [ nual report. The revision, however, he 


er than D stated, is well advanced under the direc- 


Impor- Be ,- “ 
2 mmittee headed by Prof. 
yersonal j tion ‘Of 2 CO J 


E. W. Patterson of Columbia University 
ght life JB law school. 
ropos: FB The department, he stated, is giving 
rate’ Fe consideration to an amendment to sec- 
ra ‘tion 100 of the insurance law whereby 
te Nt & investments would be permitted to life 
pment companies in certain classes of deben- 
an tures and preferred stocks, which are 


"not eligible under the requirements of 
| the present law. This privilege is being 
considered, because the yield on high 
Flood — class securities is greatly reduced. 


linojs - Mr. Pink stated that. in connection 
“Asso. with the regular examination of the 
ions Metropolitan Life, a complete survey of 
FF cig ) industrial policies is being made, 

, Mr. Pink suggested that public hear- 
Pre ings be held shortly after the tentative 








,—. during the summer and autumn of this 






e and FF year, with a view to producing a final 
1 Iilh- draft for introduction in the legislature 
ter t0 Fe of 1938, 

i“ > The redrafting, according to Mr. 
“TF Pink, is proving more formidable than 
~ at first proposed. 


It is likely that the revised law will 





acs 2 include provision to increase financial 
ai 4] requirements for procuring a license as 
the @ Well as to give the superintendent 

e and he greater investigative powers relative to 
1 be 2 the character of incorporators and pro- 
com: F ) Posed management of companies. Prob- 
1 the P ) ably the revision will include authority 
on the part of the superintendent to 

') suspend the license of a domestic in- 

|» surer in those situations where, in his 

Life I ewer the circumstances may not 
rsaty f » Immediately require the more drastic 
y by remedies of liquidation or rehabilitation. 
ppli- A survey of the industrial business of 
nion, the Metropolitan, according to Mr. 
ecial Pink, is expected to be of assistance to 
his the department in determining whether 

pre- recommendation should be made for 
t ol new legislation covering industrial busi- 
ness. The department, he said, ap- 

— |» Proved willingly the new forms of in- 


) (dustrial policies that were introduced by 
two of the companies early this year. 
me These forms, he states, simplify the 
t «= contracts and bring them more in line 
with the standard provisions required 
}) ‘or ordinary policies. 
. & In general, Mr. Pink stated the con- 
| dition of the life companies has further 
— proved and they are continuing the 
|} transaction of business along conserva- 
— tive lines, He analyzed at some length 
| the investment situation facing the com- 
panies, 
ag Hospital service corporations, he 
m@ ‘tated, are growing so fast that every 
Precaution must be taken by the depart- 
ment to provide adequate supervision 
and examination. They are setting up 
(CONTINUED ON PAGE 27) 











Notable Increases Show 
in Companies’ Statements 





UNION CENTRAL LIFE 


President W. H. Cox of the Union 
Central reports that 1936 was the best 
year since 1929, assets increasing $16,- 
265,105 to $343,035,516 in the 70th year. 
Included in assets are farm mortgages 
$77,042,707, city mortgages $45,877,372; 
mortgage interest due and accrued $5,- 
702,075; real estate $51,113,530; 
estate sold on contract $13,130,543; 
bonds and stocks including $37,587,495 

. S. government bonds $73,887,693; 
policy loans $69,295,155; cash $6,070,927. 
Proceeds and dividends left at interest 
are $30,496,704. Surplus gained $450,917 
to $10,959,927, which included $2,500,000 
capital. Insurance paid for was $78,- 
870,597 as compared to $80,852,308 in 
1935. Business in force declined $10,- 
332,293 as compared with a decrease of 
$32,260,089 in 1935, the total being $1,- 
134,872,752, annuities being excluded. 


—_— 


JOHN HANCOCK MUTUAL 


The new statement of the John Han- 
cock Mutual shows assets $796,393,304, 
gain $64,892,388 or 8.87 percent. This 
is $17,457,239 more than the gain of any 
previous year. It paid policyholders 
$84,754,313. Its insurance in force is 
$3,815,663,270, increase $222,514,748. Of 
this increase $121,410,704 was ordinary 
and group and $101,104,044 industrial. 
It has set aside $17,446,614 for dividends 
this year. There was 17 percent less 
money loaned on policies. There was 
a 12 percent increase in cash repayments 
on policy loans. The income was $193,- 


089,958, increase $12,724,044. Of this 
amount $6,394,962 was premium in- 
creases. Total premiums were $147,519.- 


393. The surplus is $75,196,417, which 
is 10.43 percent of the assigned lia- 


real | 








bilities. There is an increase of $10,- 
208,601 in surplus resources. The sur- 
plus resources consist of the contin- 
gency reserve of $25,000,000, which is 
$7,000,000 larger than last year, and 
the general surplus fund of $50,196,417, 
gain $3,208,601. 


—~ 


CONTINENTAL ASSURANCE 


The Continental Assurance of Chicago 
shews assets $24,856,532 of which $1,- 
272,758 is cash, $4,077,828 federal securi- 
ties, $1,422,086 other public bonds, $5; 
592,816 railroad, public utility and mis- 
cellaneous, $1,592,190 preferred and 
guaranteed stocks, $4,086,392 mortgage 
loans, $3,446,361 policy loans, $1,990,942 
real estate. The general contingency 
reserve is $500,000, capital $1,000,000, 
net surplus $2,432,617. Its insurance in 
force is $207,831,020. Net addition to 
surplus was $141,234. Its premium in- 
come was $5,010,994. Its insurance in 
force increased $13,875,274 or 7 percent; 
assets $2,675,861 or 12 percent; pre- 
miums $297,365, 6 percent; surplus 6 
percent. 


~~ 


MUTUAL LIFE OF NEW YORK 


The Mutual Life of New York shows 
assets $1,308,278,819, surplus $61,520,866, in- 
surance in force $3,712,259,614, new busi- 
ness $250,663,340. The increase in in- 
surance in force is $4,000,000. The com- 
pany has cash $55,989,728. Its govern- 
ment bonds increased $92,000,000, muni- 
cipals $18,000,000, railroad and _ utilities 
$8,000,000. Its mortgage loans decreased 
$13,000,000, its real estate loans $1,300,- 
000 and policy loans $11,100,000. The 
liquid assets run about 62 percent. It 
paid policyholders $133,381,385. Its gov- 

(CONTINUED ON PAGE 16) 








as in virtually all others. 


West. 


Independence Square 








“A Little Fellow” 


“How much does he write in a year?” 
little fellow.” The “big shots” get deserved praise and pub- 
licity glory, that being the way of the world in our business 


But, far away from their General Agency offices, large 
numbers of them seeing their General Agent not more than 
once or twice a year and almost never able to attend an 
Agency meeting, there is a great army of life underwriters 
in the farming regions, the small villages, and the small towns, 
selling the service and distributing the beneficence of life 
insurance to people whose purchasing power is small and 
whose need for protection is therefore the greater. 
fidelity and intelligence they perform their duty. If they 
were en masse to foresake their work, and were not replaced, 
the companies would be crippled, and a great mass of our 
people would be deprived of a major economic service. 

When acclaiming trumpets are blown, let them sound also 
toward these who watch and work at the lonely “outposts of 
empire,” in the North and the South and the East and. the 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 3 


“Oh, he’s only a 
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Fairer Decisions 
Seen in Disability 


Courts Now Defining It More 
Closely, Says William Otis 
Badger 


ADDRESSES A. & H. GROUP 





T. R. Keucher Tells How Agent Can 
Aid Claimant, Self, and Company 
in Handling Claims 


NEW YORK, Feb. 11.—While the 
general tendency of the courts until the 
recent past has been to regard as total 
disability almost any injury that inter- 
fered with a man’s business, there have 
been during the past year indications 
in a number of cases that the courts are 
taking a different view of the situation, 
William Otis Badger, well known New 
York insurance lawyer, said at the Feb- 
ruary educational meeting sponsored by 
the Accident & Health Club of New 
York. ; 

“For instance,” he said, “in a case in 
which a barber hurt two fingers of his 
hand and was unable to continue his 
haircutting, the court gave a recovery 
for a limited period of time and then 
refused to allow him further disability 
benefits because the injury did not to- 
tally incapacitate him from engaging 1n 
another occupation. 

Courts Liberalized Policies 


“The disability clauses that were orig- 
inally promulgated in life policies were 
drawn so strictly that in order to bring 
about a recovery under them the insured 
had to be practically unconscious and 
unable to move a limb. When _ these 
clauses came before the courts for in- 
terpretation, they swung away from a 
literal interpretation and went so far to 
the other extreme that the assured was 
permitted to recover if his injury 
amounted to practically nothing more 
than a sore toe.” 

Accident insurance policies have a far 
greater value than appears upon their 
face because of state insurance law pro- 
visions, Mr. Badger said, pointing out 
that a man may buy a house, United 
States government bonds, or put his 
money in a savings bank and still not 
be nearly so well protected in the event 
of lengthy disability following an acci- 
dent as he is with the protection af- 
forded by his policy. For example, 
creditors may seize a house or bond or 
savings bank account but the state law 
says that income from an accident and 
health policy is immune and must go to 
the beneficiary. 

Protection Will Continue 


The present movement to revise New 
York’s insurance laws will continue to 
protect benefits under accident policies 
in the public’s interests, Mr. Badger 
predicted. He also felt that the social 
security act will increase the public’s 
consciousness of the need of accident 
coverage. 

The enormous field open for the sale 
of accident policies is indicated by the 
extent to which life companies wrote 
disability covers, Mr. Badger said, 
pointing out that the recent New York 
court of appeals decision upholding the 
right of the New York Life to differen- 
tiate in dividends between disability and 
non-disability policyholders revealed 
that that company has 1,600,000 policies 
with the income disability provision as 
against approximately 1,000,000 policies 
without it. ; 

“To me, this indicates a great public 
demand for accident and health insur- 
(CONTINUED ON PAGE 27) 
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Head of Top Travelers Agency 
Has Had Varied Career 





NEW YORK, Feb. 11.—The an- 
nouncement that the Joseph D. Book- 
staver office of the Travelers in New 
York ‘City had led all agencies of the 
Travelers throughout the entire coun- 
try has,aroused much admiration for 
the man who was able to take over the 
reins when Mr. Bookstaver died a year 
ago and not only keep the agency in its 
customary top position among general 
agencies, but to show an increase in 
new business at a time when the life 
insurance business generally was falling 
slightly behind its 1935 production. 

Elias Klein, the man who accom- 
plished this, had long been in full 
charge of production, which does not in 
the least detract from his feat when it 
is remembered what so often happens 
to an agency whose chief is removed by 
death or otherwise. It does help ex- 
plain, of course, how he was able to 
keep up and even surpass the agency’s 
previous pace. 


Gets Fun Out of Work 


Mr. Klein gets a lot of fun out of his 
work, as anyone must who gets to the 
office at 8 o’clock every morning and is 
rarely home before 8 at night. And yet 
he finds time for many activities un- 
related to insurance—social, charitable, 
political. 

Though he came to the insurance 
business as a young man, Mr. Klein had 
a background which included the the- 
atre, the boxing arena and newspaper 
reporting. One of his first jobs was as 
a district man for the New York Times. 
At that time the papers employed young 
fellows to prowl around in a specified 
area and phone in any stories which 
might be worthy of publication. Paid 
on space rates, these “leg men” got 25 
percent of the rate, while the man who 
took the stories over the phone and re- 
wrote them got 75 percent. Like the 
character in “Grand Hotel,” the district 
man’s usual complaint was that “noth- 
ing ever happened.” Mr. Klein’s expe- 
rience, however, was the exact opposite. 
One of his first assignments was cover- 
ing a tong war victim whose throat had 
been cut. In fact, the Chinaman had 
been almost decapitated and the sight 
so revolted young Klein that his en- 
thusiasm for newspapering was consid- 
erably chilled. 

Mr. Klein’s career on the stage was 
brief, one week to be exact. But he 
had never considered himself an actor, 
his principal connection with the the- 
atre being the writing of skits for com- 
edians. One day he was standing in 
the wings, anxious to see how the 





ELIAS KLEIN 


monologue he had written for a well 
known vaudeville actor of that day 
would go over when he felt himself 
spun around by the excited manager. 
It seemed that the actor, addicted to 
taking dope, has made a slight miscal- 
culation in the dose and was lying un- 
conscious on his dressing room floor, 
while the curtain was just about to go 
up for his act. 

The comedian was an extremely tall 
cadaverous looking fellow closely re- 
sembling caricatures of an undertaker, 
even to the tall stove pipe hat. The 
young author, the only other person 
around to know the monologue, found 
himself drafted into service. Another 
of Mr. Klein’s youthful accomplish- 
ments was being local amateur feather- 
weight champion, so it can be imagined 
that the comatose actor’s clothes fitted 
him with considerable room to spare. 
Pushed out on the stage, young Klein 
was first blinded by the unaccustomed 
glare of the footlights. Then he was 
conscious of gales of laughter from the 
audience. He thought it must be a 
pretty good monologue to get laughs 
before he had even started delivering it. 
Then he looked down at his feet and 
saw that the trousers he was wearing 
entirely concealed his shoes and that 
the comedian’s long frock coat reached 
practically to the ground, like an ulster. 

The monologue went over big with 
the audience and the young understudy 





O’Malley, Stark Seek to 
Understand One Another 


JEFFERSON CITY, MO., Feb. 11. 
—Governor Stark, in commenting upon 
the statement of Superintendent O’Mal- 
ley that the subject of O’Malley’s re- 
appointment was not discussed at their 
conference on Feb. 2, stated that his 
assumption that something O’Malley 
said was a reference to his reappoint- 
ment may have been incorrect. 

“Of course, I do not want to do Mr. 
O’Malley or anyone else an injustice,” 
the governor said. “Technically, he 
(O’Malley) is correct when he says his 
reappointment was not discussed at our 
conference. The word ‘reappointment’ 
was not used by either of us at that 
conference. Certain things he said at 
the end of our conference, I assumed, 
were in reference to his appointment. 
My assumption may have been incor- 
rect.” 

When informed by newspaper men 
that the governor Feb. 2 had announced 
that he had informed O’Malley that he 
did not care to discuss the subject of 
his reappointment at this time, Super- 
intendent O’Malley issued the follow- 
ing statement: “I never made any sug- 
gestion as to my reappointment. Surely 
the governor must have misunderstood 
something I said, for I am _ sure the 
question was not brought up either by 
me or the governor.” 














was kept on to do the act for the bal- 
ance of the week. When the Book- 
staver agency was 15 years old in 1926, 
Mr. Klein put on a musical comedy, of 
which he was author, with a cast of 80 
people, all of them agents or members 
of the office staff. The show ran for 
a week at the Empire Theatre, a sellout 
every night, the proceeds going for 
charity. It was going so well that it 
could have been kept on all season but 
the late hours began to tell on the cast 
in their regular work. 

More recently, Mr. Klein has taken 
up movies. One time when he had a 
number of guests at his house it was 
decided to film a motion picture com- 
posed on the spot by the participants. 
However, unknown to the guests Mr. 
Klein had arranged for the reels to be 
developed as soon as they were filmed 
and the guests had the surprise expe- 
rience of seeing before them on the 
screen the drama which they had staged 
only an hour or so before. In addition 
to his business and social activities, Mr. 
Klein takes a very active part in the 
political and charitable work of the 
suburb in which he lives. 


L. S. Bernhard, 67, veteran Kansas City 
life agent, Lincoln National Life, died 
there from heart disease. He had been 
with the Lincoln National three years, 
with the Royal Union Life 17. 











FIGURES FROM DECEMBER 31, 1936 STATEMENTS 





Change Change Prem. Total Benefits Total 
Total in Surplus to New Bus. Ins. in Force in Ins. - Income / Income Paid Disburs. 
— Assets Policyholders 1936 Dec. 31, 1936 In Force 1936 / 1936 1936 1936 
$ $ $ $ $ $ $ 

Acacia Mut., D. C. .. 66,305,872 +5,910,118 1,539,4781 38,104,820 364,821,283 +12,729,284 10,133,393 15,001,665 5,350,937 9,038,338 
American Life, Mich.. 16,833,841 +116,922 820,5512 5,468,083 63,814,453 —2,610,097 1,587,925 2,618,517 1,511,617 2,508,216 
Baltimore Life ...... 15,618,123 +699,572 2,241,085 33,543,437 94,864,526 + 3,073,842 3,151,349 4,093,994 1,641,824 3,396,881 
Capitol, Colo, ....... 11,290,416 +307,777 1,308,963 5,951,825 54,471,766 +1,279,978 1,390,196 2,120,250 991,835 1,812,335 
oe 3 i i 5,456,865 (+1,228,689 954,1933 25,241,832 100,133,614 +4 20,124,312 1,888,852 2,181,688 434,496 
Premkiin, Tih. .....0. 33,834,913 41,774,351 1,223,131 19,509,119 172,016,295 + 1,316,302 4,494,794 6,497,946 2,717,808 
Guaranty Mut., Nebr.. 18,802,254 +1,180,953 2,251,5748 21,678,960 126,409,212 + 7,370,862 3,509,473 4,665,065 1,952,626 
Loyal Life, Mass...... 422,843 +19,587 411,625 871,211 820,711 + 760,711 20,587 a, aaa 
Manufacturers, Can...143,685,518 +9,861,518 6,829,1735 49,147,917% 512,839,478 +10,863,818 21,379,2447 31,395,136 13,576,882 
PE, Ves ve secess 187,774,530 +8,766,705 11,166,249 45,637,328 519,781,009 + 9,756,490 21,500,956 33,469,743 17,362,555 24,838,503 
oi | Sarr 15,205,430 +41,172,361 1,085,238% 7,693.503 55,825,114 + 3,087,653 2,081,237 3,066,285 1,173,099 2,021,085 
Peninsular, Fla. ..... 1,660,999 + 242,308 125,000 21,652,910 28,565,400 + 334,998 1,216,445 1,324,201 362,066 1,098,568 
Philadelphia Life .... 12,984,133 + 369,574 956,9543 5,001,281 52,557,837 + 461,513 1,506,255 2,290,762 1,388,460 2,010,067 
Pilot Life, N. Car.... 16,447,406 (+1,209,765 1,322,706 36,042,723 115,851,076 +10,362,234 3,177,610 4,188,603 1,507,694 2,934,387 
Reserve Loan, Ind... 10,254,028 + 154,876 447,737 11,992,117 55,276,196 + 1,138,268 1,435,503 1,990,091 1,073,592 1,933,437 
Shenandecah, Va. ... 7,570,966 + 543,650 931,020 27,862,808 161,316,225 +13,536,413 2,404,901 2,812,555 1,519,643 2,578,194 
State Capital, N. C... 168,687 + 168,687 150,000 1,962,527 1,574,456 + 1,574,456 11,869 214,776 1,302 27,861 
Teachers Ins., N. Y... 70,388,360 +12,445,966 4,375,1178 3,303,926 52,377,521 +1,841,454 8,909,798 14,250,992 1,742,118 2,683,491 
Co re 860,471,355 + 72,560,363 47,524,646 607,917,276 4,439,612,833 +167,063,772 111,869,902 207,457,137 101,779,187 150,605,064 
United Ben., Nebr.... 10,345,027 + 4,604,085 575,000 35,000,729 109,205,709 + 27,321,703 2,250,390 6,718,965 957,351 2,333,191 
Victory, Kan, ....... 8,422,992 °‘+4,693,293 550,000 2,308,250 37,436,085 +17,161,374 1,008,928 1,335,227 732,787 1,102,506 

174,107 + 4,405 121,051 962,652 1,067,841 + 484,431 30,622 49,199 13,256 46,905 


Western Union, Neb... 


1This figure excludes contingency reserve, $825,000. 
,828 not included. 


2Reserve for investment fluctuations of $227 
®Includes contingency surplus. 


‘Includes revived and increased. 
*Excludes reserve for dividends to policyholders of $4,575,000. 


*Revived and increased business, included in previous years’ totals has been excluded in 1936, the amount being $3,875,759. 


7Premiums paid in advance, included in previous years’ totals, 


*Excluding special reserves of $6,544,275. 


have been excluded in 1936, 


the amount being $794,843. 


*Includes casualty department. 





Housing Shortage 
Is Investment Ail 








Chairman Ecker of Metropolita 
Sees Continued Low Rate 
of Interest 


DEMAND FOR CITY LOAns 


Competition Expected to Continue jy 
Residence Mortgage Field 
for Some Time 


NEW YORK, Feb. 11.—Demand fy 
housing to take care of the shortage jy 
residences will provide some Opportunity i 
for investments by life companies, 4 
though competition will keep the ra JR 
down, Chairman F. H. Ecker of thf 
Metropolitan said in discussing the i} 
vestment outlook for 1937 at the anu 
banquet which concluded a three-dy B” 
managers’ conference here. a 

“There has been some opening of th 
mortgage market for city loans. I wa 
reminded the other day that five year 
ago I ventured to predict that in th 
year 1937 there would be a distinct boom 
in the building business. I would sy 
the same thing today, with a close view 
of the activity being developed. 0 
course, conditions will vary in differen 
localities. ’ 

“In some cities, a shifting of trate 
centers will have its effect and it wif” 
take time for adjustment. In may fi” 
places there has been an oversupply of” 
office building space and it will be som>™ 
time before that is utilized. In _pract-F” 
cally all locations there will be found: 
shortage of shelter accommodations fo} 7 
residents—-a shortage in housing of ont)” 
sort or another for which there is grow >” 
ing demand. 


Cumulative Effect Felt 


“This is definitely due to condition 
that have obtained for the last six years 
This activity will afford some oppo 
tunity for the investment of life insu- 
ance funds, although competition wi 
keep interest rates down. We are ni 
out of line with the majority of econt 
mists who predict continuing low rats} ~ 
of interest. There are sound reasons ih” 
those views which it is not necessal 
for me to expand, but I can tell you tla 
we have shaped our course along 
servative lines with that possibility "} 
view.  - 

“In many ways, changing conditio) 
present new problems of serious mometl 7 
The low level to which interest rasp © 
have fallen affecting the income frot 
endowment funds and the prevailing)” 
rates affecting individual contributiol) ” 
and legacies present problems to schoo!) ~ 
and colleges, hospitals, religious aol 
similar institutions. The support ° 
organized charities is becoming difficult 

“Speaking of taxes, it does look #4 
though a page might be taken from i 
book of experience of England, whet ™ 
taxes are on a broader base, reaching" a 
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if eliminated, would really result mi 
larger income to the government, 
the provision is so interwoven in our @ 
structure that it becomes a dificil] 
problem with which to deal. The ¥ 
cently enacted law taxing undistributé 
earnings of corporations is found ' 
operation to give rise to considerat! 
which should result 
ment.” 











in some amen 5 





Patrick F. Quinn, John Hancock agen 
at Lowell, Mass., is celebrating his Mt 
anniversary of continuous service. 1) 
Quinn has insured three generations 
many families. 
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Seventy-four Years of Progress 


At the beginning of its seventy-fifth year, and beneficiaries in 1936 was $84,754,313 
the John Hancock Mutual Life Insurance) and such payments for all time amount to 
Company stands at the highest point in its more than $1,237,397,300. 
history—in insurance in force, This is a record which entitles 
in assets, in entphes Sieeigth, ["" ; eeesevencumemreesens the Company to celebrate, with 
and in ability to serve. 3 confidence in the past and hope 

$3,815,663,270 in amount for the future, its Seventy-fifth 
was the insurance in force on Anniversary. 

December 31, 1936 —an in- During these years of life and 
crease of $222,514,748 for the growth the Company has de- 
year; $796,393,304 repre- veloped a due regard for re- 
sented admitted assets — an increase of $64,- sponsibility and an adherence to sound prin- 
892,388 (8.87%) for the year; and $75,196,- ciples which have formed a habit and have 
417, of which $10,208,601 wereaddedinthe become a tradition. To pursue this habit and 
year, appeared in Surplus accounts. Income to honor this tradition is the aim of every 
increased $12,724,044 to make the total John Hancock representative. Acknowledg- 
$193,089,958. Dividends to be paid in 1937 ment with thanks is made for their support 
were provided by apportioning the amount of __ to all members of the Company. 

$17,446,614. The sum paid to policyholders GUY W. COX, President 

















SUMMARY OF 74TH ANNUAL STATEMENT 
December 31, 1936 


,! ly ee ae ee ll 
Bonds .. e«ees «6 « « « GORI ee 
Stocks (All at ales ‘ilies ie 31, 1936) Pe re 22,999,288.96 
Mortgages on Real Estate . . . . «© «© © © © © © © © © « 164,702,283.92 
Loans on Company Policies . . . « « «© «© © © © © © © « 90,184,695.68 
pe eee ee ee a a a a ee ee ee ee ee ee ee ee ee ee 


pie 6. ee ae 
Policy Reserves . . 2. 2 © © © © © © © © © © © © © «© $655,797,513.00 
DagiseetsIm GMP EN AT: oko fos ieee wl se Gen eee ee ce ee 17,446,614.20 
Ul Grito Raarsrie ers = 5) ee a He ae en Ve eo ce ee ee em “ee 47,952,760.17 


SURPLUS RESOURCES .... +s «© « «© « « « «= §79496417.20 


Contingency Reserve . . « «© « © «© «© © «© © © © ¢ © «  $25,000,000.00 
General Surplus Fund . . . . «© © © «© © © © © © «© «© «@ 50,196,417.20 


A copy of the complete Annual Statement will be sent on request 
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Sen NTRAL LIFE Insurances 
The UNION ecard 





HE toughest job in selling life insurance is to 
get the prospect to think critically about the life 
insurance he owns . . . to get him to analyze seriously 
how many dollars and cents of income it would give 


his family, and for how long. 


Once he’s got shat far, he’s likely to decide for 
himself that he vitally needs some additional money- 


every-month life insurance. 


The Union Central ad shown above (February 14th 
TIME) not only will get several hundred thousand 
top-notch prospects to thinking critically . . . it will 
also introduce them to a most attractive money-every- 


month contract, Multiple Protection. 


Union Central men who follow up will find a lot 


of these prospects hungry for further facts... will 


even find some sales already “in the bag!” 


The 
UNION CENTRAL 


Life Insurance Company 


CINCINNATI, OHIO 
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THE WEEK IN INSURANCE 





Metropolitan Life’s 1936 operations, 
resulting in billion-dollar insurance gain 
an all-time peak in insurance in force, 
are related at three-day managerial con- 
ference. Pagel 

* * * 


Agent’s success is responsibility of 
company management, President Lincoln 
of Metropolitan declares at managers 
conference, Pagel 

* kK. * 


Effect of social security legislation 
discussed by M. A. Linton and W. Rk. 
Williamson. Pagel 

* * * 


Agency plant overexpansion criticised 
by Actuary Coburn as principal cause of 
great lapse rate in life insurance. 


Page 2 

* * * 
Residence housing shortage is creat- 
ing investment opportunity for life 


companies, Chairman Ecker of Metro- 
politan tells managers conference. 
Page 4 
a 


Courts are swinging uway from for- 
mer liability in deciding what consti- 
tutes disability, insurance lawyer savs 

Page 


3 
* K 


Evening classes used as means of find- 
ing fit recruits for life insurance selling. 
Page 10 


ey 


Superintendent Pink of New York in 


his preliminary report comments on 
general life insurance conditions, 

Pa 

+e * Ses 


All woman agents general agency, be. 
lieved to be first in U. S., opened in Chi. 
cago by Mrs. Catherine P. Girault fy 
American a Page 

* 


Novel idea carried out for a one-day 
production drive on the 70th anniversary 
of the Equitable Life of Iowa. Pages 

* * * 

A new book will soon be publisheg 
with M. A. Linton, president of th 
Provident Mutual Life as author, jy 
which he will answer life insurang 
critics. Pages 

* * x 


New York Life top producers for lag 
year are named, Pagel & 
* kK OK a 
High honor paid N. B. Hadley, retir. B 
ing chief life examiner of the New Yor & 
department. Pages 


* *K * es 
T. M. Riehle addresses gathering of 
trust officers and points out to his audi- 
ence some of their “weak points.” 
Pages 
* *k Ox 


z 
Superintendent Pink of New York inf 
his report makes some interesting ob & 
servations on the operations of fr. — 
ternals. Paged 











N. Y. Allows Par, Non-Par 
for Outside Companies 





NEW YORK, Feb. 11.—Non-partici- 
pating companies which are permitted 
to write both participating and non-par 
in their home states will be allowed to 
do so in New York—where for the last 
ten years they have had to choose one 
type of coverage or the other—provid- 
ing they comply with the terms of a 
proposed agreement which interested 
companies have received from the New 
York department. 

No change in the law is needed, as 
the ban which went into effect a decade 
ago was a departmental ruling. Though 
lacking the force of a statute, it could 
easily have been made a law if compa- 
nies had been disposed to buck it. A 
change in the law would be necessary if 
stock companies domiciled in New York 
state were to write both par and non- 
par, as there is a statute barring the 
practice among domestic companies. 
However, no particular interest has been 
expressed (by domestic companies in 
being permitted to write both forms. 


Bank Night Insurer Freed 


AUGUSTA, GA., Feb. 11—B. E. 
Wilcox, former district agent of the 
Northwestern Mutual Life, who oper- 
ated the Southeastern Cash Indemnity 
Company of this city, was exonerated 
by a grand jury of the charge brought 
against him by the insurance commis- 
sioner of violating the state insurance 
laws in operating a cash night indem- 
nity company. 


O’Connell to C. P. A. Company 


LANSING, MICH., Feb. 11.—Walter 
O’Connell, actuary of the Michigan de- 
partment, has resigned to accept an 
executive position with the C. P. A. 
Company, Detroit, a stock carrier which 
specializes in insuring railroad men 
against loss of jobs. R. A. Palmer, a 
former Michigan deputy commissioner, 
died recently and it is presumed that 
Mr. O’Connell will take over many of 
his duties. Mr. O’Connell has been de- 
partment actuary about four months, 
was assistant actuary for about four 
years and has been with the department, 
all of the time in the actuarial division, 
for nine years. 


Commissioner Hunt Chairman 


Commissioner O. B. Hunt of Pennsyl- 
vania has been made state chairman in 
charge of arrangements in Pennsylvania 
for the Democratic victory dinners 


Asks Cancellation, Already [ 
Disabled, Awarded Benefits 


NEW YORK, Feb. 11.— Cancelling 
the disability provision of his policy dot 
not impair an assured’s right to benefits 
under the contract where he was no 
aware that he was disabled under the 
terms of the policy and hence did not 
report his disability until later, the ap 
pellate division of the New York st 
preme court has unanimously ruled, up 
holding the lower court’s decision. 

Abraham Gross asked the Equitable 
Life of New York to eliminate the in 
come disability provision from his $30; 
000 insurance after he became ill in 1932 
because he believed his illness was not 
covered by his policy. A year later his 
doctor told him he had tuberculosis and f= 
had had it when he had cancelled his (7 
disability. The appellate division’s opin fF 
ion directed payment of benefits and re 
fund of premiums paid since the onset > © 
of disability. 


Seek United Front in Ohio 


Representatives of life, fire and cas [7 
valty insurance companies operating i 7 
Ohio conferred in Columbus on legisla F- 
tion, one purpose being to agree on2f ~ 
plan by which a united front may bf) 
preseited. ¢ 

A measure considered provides fot | ~ 
mutualization of domestic life compx [© 
nies. Another dealt with the form od [7 
investments Ohio life companies may f 
make. It has been claimed Ohio com: | 
panies have been put to a disadvantagt | ~ 
as other states permit more liberal i | — 
vestments of funds. 
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L. W. Ginter, manager  Chicag? © 
branch office Pan-American Life, ha 
returned from a trip through the south 
ern states, accompanied by Mrs. Gintet. 
During the journey he visited the homt 
office in New Orleans. 
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WANT POSITION AS SUPERVISOR | 
Am 45 years of age, have had eleven years exh | 
rience as General Agent and Field Supervist 
At present am connected but desirous of making 
change. Entire time with Mid-Western Compal 
and not indebted 
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LARGEST | 
IN ACACIA HISTORY 


INSURANCE IN FORCE, December 31, 1936.............. 0... cece cece cece cceeees $364,821 ,283 
TEN YEARS AGO, Insurance in Force amounted to ...............05 $226,276,746 

SE Sy I TE I so oko 8 nha Rea bn aha ale kbs $ 66,305,871 
TEN YEARS AGO; Assets amounted to... 0.560... ccacccctvesnccacdsce $19,067,908 

INCOME for the YEAR 1936........ i Shae lta ae wee ae se aes 4 608% 0 $ 15,001,665 
TEN YEARS AGO, The Year's Income was... 2... cciccesccedowvenccad es $7,086,837 

EXCESS OF INCOME OVER DISBURSEMENTS, December 31, 1936............ $ 5,963,327 
TEN YEARS At), Bosces Sor the year Was << occ cecccsesncnacewbuwens $3,216,540 

PAID TO TRIER ICEAMIO tee F906 noon one hice cwtccncseccedecebeunes sdecccecQ  SyGeey eee 
TEN YEARS AGO, Payments ammauted to ..... 61. csccnccncsvesasvavenee $837,130 


Aw pushes on! It is larger, stronger, more progressive than ever before. It benefits more 
people than ever before. Acacia policyowners pay ‘the lowest premiums of any mutual, old line 
company.” They and their beneficiaries get guaranteed security and good service at low net cost. Here 
is the summary of Acacia’s 68th Annual Report, which they receive: 





SUMMARY OF ANNUAL REPORT 


As at December 31, 1936 





ASSETS RESERVES AND LIABILITIES 

First Mortgage Loans on Improved Real Estate..........$26,467,733.19 Legal Reserve To Protect Policyholders 

Bonds and Stocks* i Computed on the American Experience 

United States Government Bonds.......... $2,386,181.50 Table of Mortality and 3%% Interest on 

PubliesUtelityoBonds «.... 2.2032 scence cence 4,031,176.67 BU BONGIGOE!. < ca wade eeu dew oa oa eee wal 59,393,035.87 

FUER OAR TEIOHOS:, (5.6 50 6:00.55 40s sa wee aces 1,826,963.03 Extra Reserve to Protect Policyholders For 

Municipal, Federal Land Bank, and Other Disability and Other Benefits and Sup- 
BROFISE 5 sie «cis ol sleicie cio <i niclglue neo s-o/tem de eues 1,166,268.37 plementary Comtsacts <2... <6 cicsnnesqedes 2,568,426.96 $61,961,462.83 
9,410,589.57 Reserves for Dividends to Policyholders.... 667,267.65 

Miscellaneous: Stocks: .< cc iiecccnd wccos cece 256,024.10 9,666,613.67 Reserve for Policy Claims Not Yet Com- 
—_—_—_—_——- pleted ce NepOsted | cnc ck cccsccceccwess 388,540.28 
Loans on Company’s Policies Secured by Pol- Reserve for State and Federal Taxes...... 234,701.73 
NOiy Iu CSCR CEG ol fot cra raed coca Davia nacre ee ae 17,236,733.46 Premiums and Interest Paid in Advance.... 613,518.95 
Real Estate (Including Home Office Property All Other 2 sabelitiesirsdecien s secnecccccqedes 75,902.00 
or A ore hao nin arabic! oxen tuor'a aiels) aida ayere 7,397,823.54 ssccatniaintesiablinainsbaaial 

Cash in. Banks and in Offices....i..c.s.s6s000% 1,375.362.78 Total Reserves and Liabilities on Acccount 
Net Premiums Deferred and in Process of Col- OF PONCyNOIGetS | 6 inc ccd decsc cde cgceas 63,941,393.44 

TOGUEs arexaterd ad cat efenare ars woe ste Wace oeeas 3,460,181.26 Reserve for Contingencies To Provide for 

Interest, Due and Acertied ........ 00006 sccceces. 601,289.68 Investment Value Fluctuations........... 825,000.00 

PULP’ OX CE VASSOUS Is ool wie: cola orate cre era eel astere ane 100,134.07 Uriaaaiciti Serie oo ox os sc cornea yeas. 1,539,478.21 ° 2,364,478.21 
Total Admitted. Assets: coi oo sccs eaeeececwas $66,305,871.65 Total to Balance Admitted Assets......... $66,305,871.65 


*Bonds subject to amortization are stated at amortized values as prescribed by The National Convention of Insurance Commissioners, while bonds not subject to amortization 
and stocks are stated at market values. 

















CACIA agents find greater and greater suc- You have doubtless read the recent Acacia adver- 
é, cess in their work. Their honor organiza- tisement telling, among other things, that under 
Hoe—the Wiliam Montgomery Quality Ciab— Acacia’s Contract there are no automatic termina- 


has 24% more members now than a year ago. 


; : ions. / gents work under this uniform 
Club members averaged 20% more paid-for busi- awe. All 'ot- our agents ys 


ness per member than in 1935; achieved 32% contract, therefore all benefit from that unique 
more net new business per member: attained a feature. The Acacia contract is the only life in- 


69% increase in net gain per member; earned 24% surance contract that does not limit a man’s earn- 
more money per member than in 1935. ing power. 


ACACIA 


MUTUAL LIFE INSURANCE COMPANY 


Chartered by the Congress of the United States in 1869 


Branch Offices in 60 Principal Cities 


William Montgomery, President 
51 Louisiana Avenue Washington, D. C. 
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Riehle Tells Trust Men 
About Their Weak Spots 





ADDRESSES MEET OF BANKERS 





Agents’ Recommendations to Clients 
Will Depend Upon Attitude of Trust 
People Towards Criticised Practices 





NEW YORK, Feb. 11.—Progress to- 
ward closer cooperation between trust 
companies and life insurance men “is 
going’ to’ depend very much upon the 
attitude of these agencies (the trust 
companies) toward the weak spots which 
presently exist” in trust company op- 
erations, President T. M. Riehle of the 
National Association of Life Underwrit- 
ers told the midwinter trust conference 
of the trust division of the American 
Bankers Association here. Mr. Riehle 
said the trust companies’ attitude on 
these matters would have much to do 
with the extent that agents can consci- 
entiously and without loss of prestige 
recommend trust companies as “con- 
serving agent and a successor manager 
to stand in the place of our clients after 
the occurrence of death.” 

Failure to improve conditions which 
have been criticised would to some ex- 
tent affect the attitude of insurance 
men’s clients toward use of the corpor- 
ate fiduciary for life insurance proceeds. 
Asking forgiveness if his remarks 
touched some tender spots, Mr. Riehle 
said that they are “very much in the 
minds of many people across the coun- 
try who are your friends.” 


Violation of Confidence 


“A number of responses I received,” 
he said, “dwelt upon the confidential 
nature of the fiduciary relationship and 
its occasional apparent violation. The 
trustor who has his trust in the trust 
department of the bank that handles his 
commercial or discount business has 
sometimes found that the officers in the 
commercial department have had knowl- 
edge of and have used this knowledge 
of his trust department relationship in 
dealing with his commercial relationship 
to the bank. They sometimes have ac- 
corded him treatment less favorable than 
that given to other customers who either 
had no trust assets or who perhaps, 
through fortunate accident, had estab- 
lished their trusts in another institution, 
so the commercial banker had no knowl- 
edge of its existence. I think that af- 
fairs of this sort create a difficult situa- 
tion, one which many times puts the 
trust department officials to the difficult 
task of defending not only their depart- 
ment, but the whole institution with 
which they are connected. You can 
see, I am sure, how difficult is the posi- 
tion of the friendly underwriter when he 
is criticised for having recommended 
the establishment of that particular 
client’s trust. 

“Many of you have probably read the 
recent article in the ‘Saturday Evening 
Post,’ entitled ‘ Big Business What 
Now?’ Part of this is devoted to a 
discussion of the failure of some trustees 
to unswervingly adhere to the service 
of bond holders under indentures, etc. 
This has brought out pretty far into 
public view some short comings that 
ought to be rectified from within. Judges 
of our courts have written some pretty 
caustic language in recent decisions 
where trustees have pleaded the exculpa- 
tory clause as a defense when called to 
account by security holders, and we are 
sorry to say that there is feeling that 
many trustees have hesitated to sue for 
beneficiaries of trusts which contained 
securities which these criticised institu- 
tions distributed.” 


Convicted of Unlicensed Sales 


H. B. Felton was found guilty by a 
jury at Chillicothe, O., of selling insur- 
ance in Ohio for an unlicensed com- 
pany. He had sold policies for the Fidel- 
ity Mutual Association of Minneapolis. 











New Volume with 
Linton As Author 
Will Soon Be Out 








A. LINTON 


Harper & Bros., will in the near fu- 
ture publish a new book by M. A. Lin- 
ton, president of the Provident Mutual 
Life, which will answer as directly as 
possible the irresponsible attacks that 
have been made on the institution of 
life insurance during the last several 
years. Mr. Linton has in the past made 
numerous addresses that were widely 
quoted by proponents of life insurance, 
a number of whom have urged that he 
answer for once and all the unfounded 
criticisms of the business. The title of 
the book will probably be “Life Insur- 
ance Speaks for Itself.” 


Chapter Headings 


Mr. Linton minces no words in com- 
ing to grips with the problem, as is evi- 
dent from the titles of a number of the 
chapter headings, which are phrased in 
the words of the critics themselves: 

“You Charge Different Prices for the 
Same Thing.” 

“You Should Pay the Face of the 
Policy Plus the Reserve.” 

“In the Event of Death You Confis- 
cate the Reserve.” 

“Protection and Investment Pro- 
grams Should Always be Separated.” 

“When I Borrow My Own Funds 
You Charge Me 6% Interest.” 

“A Person Js Foolish to Buy Any- 
thing But Renewable Term Insurance.” 

“Cut the Cost of Life Insurance by 
Dropping Old Insurance and Taking 
New.” 


“An Unconscionable Charge for a 
Year’s Protection.” 

“Life Insurance ‘Dividends’ to Fool 
the Public.” 

“The Obsolete American Experience 
Table of Mortality Makes Life Insur- 
ance Cost Too Much.” 

“How Expensive That Policy Is!” 

“The Average Life of a Policy Is 
Only Seven Years.” 

“Lots of New Business and No Gain 
in Insurance in Force.” 

“You Profit Enormously When In- 
surance is Surrendered.” 

“Is There Nothing About the Life 
Insurance Business That Could Be Im- 
proved?” 


In addition to his duties as president 
of the Provident Mutual, Mr. Linton is 
president of the Actuarial Society of 
America, is ex-chairman of the execu- 
tive committee of the Life Insurance 
Sales Research Bureau, a former chair- 
man of the Life Insurance Week com- 
mittee, and was actuarial consultant to 
the committee on economic security of 
the United States. 





High Honors Are Paid to 
Nelson B. Hadley in N. Y. 





NOTABLE SPEAKERS PRESENT 





Retiring Chief Life Insurance Exam- 
iner of the New York Department 
Is Praised 





NEW YORK, Feb. 11.—Leading off 
with a telegram of felicitation from 
Charles Evans Hughes, chief justice of 
the United States Supreme ‘Court, the 
New York Life Underwriters Associa- 
tion’s testimonial dinner to N. B. Hadley, 
retiring chief life company examiner of 
the New York department, held to a 
golden mean of bestowing richly de- 
served praise without sliding into a bog 
of sloppy sentiment which too often 
makes the audience writhe in sympathy 
for the guest of honor. 

Speakers introduced by R. G. Engels- 
man, president New York association, 








I am glad to know that the 
Life Underwriters Association is 
paying a tribute to Nelson B. 
Hadley on his retirement as chief 
insurance examiner in New York 
State after 30 years of service. It 
was my privilege many years ago 
to know Mr. Hadley and I fre- 
quently had occasion to examine 
his work. I formed a high opin- 
ion of his character, ability and fi- 
delity and I take pleasure in join- 
ing in the felicitations of this 
occasion and in the deserved rec- 
ognition of his faithful services 
to the state in a field which re- 
quires constant vigilance, intelli- 
gence and efficiency in safeguard- 
ing one of the most important 
of our public interests.—Charles 
Evans Hughes. 








were Superintendent Pink of the New 
York department; Vice-president G. S. 
Van Schaick, New York Life, former 
insurance superintendent; President L. 
A. Lincoln, Metropolitan Life; Vice- 
president Alfred Hurrell, Prudential, 
and J. S. Myrick, manager New York 
City, Mutual Life of New York, all of 
whom are old friends of Mr. Hadley. 
Nobody was too serious about the whole 
business including Mr. Hadley, when it 
got to be his turn to talk. 


Pink and Van Schaick Speak 


“The greatest trouble with him is that 
he is a Republican,’ said Mr. Pink of 
the guest of honor. Mr. Pink is a 
Democratic appointee. “He believes in 
the Supreme Court and is not in favor 
of diluting it. He is in sympathy with 
Maine and Vermont and is very fearful 
that we Democrats will be able to send 
our office holders up there and bring 
them back into the Union.” 

Mr. Pink said he had trouble prepar- 
ing his talk, as the main source of back- 
ground material on Mr. Hadley was an 
article which appeared some time ago in 
a trade paper and “one of the other 
speakers had sent for that.” However, 
Miss Mary Keeley, the superintendent’s 
resourceful secretary, turned reporter 
and did a little interviewing on her own. 


Lincoln Had Words of Praise 


Mr. Van Schaick told of the walks 
he and Mr. Hadley used to take during 
the noon hour and the tremendous help 
which the chief examiner had been to 
him in the disturbed days of the insur- 
ance moratorium, and of the time Mr. 
Hadley flew to Ohio in bad weather to 
get some essential information and was 
back the following morning. 

Mr. Lincoln praised the progressive 
viewpoint Mr. Hadley always took in 
the matter of company examinations 





Equitable Life of Iowa Is 
Observing 70th Anniversary 


HAS DAY PRODUCTION DRiyg 





Will Carry Out the Three Score ang 
Ten Sentiment Throughout 
This Year 





The 70th anniversary of the Equi. 
able Life of Iowa was celebrated by q 
one-day production drive, resulting jp 
501 applications from 318 agents for 4 
total of $1,605,497 of business. 

The event, which was called “Found. 
ers Day,” was based on a plan whereby 
all of the agencies would provide 4 
candle for a birthday cake. The cake 


was real but the candles were paper 


folders, 12 inches high, cut out in the 
form of birthday candles. 


Description of the Candles 


The outside of each of these paper 
candles was printed in natural colors 
and contained a space for the name of 
the agency and the total amount of 
business submitted by that agency on 
the anniversary. The inside of each 
paper candle contained an appropriate 
greeting to the company and space for 
each agent to write in his name and the 
amount of business he submitted. At 
the close of business these candles were 
filled in at the various offices and mailed 
to Des Moines where they were placed 
upon the birthday cake. 

Sales activities throughout 1937 will 
feature the 70th anniversary idea. 


Leaders in the Drive 


The Williamsport agency, Roy 6 
Lauer, general agent, ranked first 
among all agencies on “Founders Day’ 
with a total volume of $108,550; Kan- 
sas City, H. A. Hedges, general agent, 
ranked second with $96,100, and Des 
Moines, Hilmes & Strief, general 
agents, was third with $79,000. 

George W. Randall, million dollar 
producer in the Williamsport agency, 
led all agents with a volume of $64,571 
secured on the birthday. S. M. Treat 
of New York City ranked second with 
$33,400 and F. B. Woodruff of Des 
Moines third with $30,000. 








and his opposition to proposals which 
would have sharply limited the amount 
of insurance which could be written by 
any company during a year. He said 
he felt he could always approach Mr. 
Hadley with the feeling that he was not 
a hostile critic but a wise counselor and 
friend, and that if he disagreed with a 
proposal it was time to stop, look and 
listen. 


Hurrell Paid Tribute 


Mr. Hurrell lauded the guest of honor 
as a true progressive and said that 
whatever had been the cost of supef- 
vision such as furnished by Mr. Had- 
ley it was worth many times that 
amount to the policyholders who bene- 
fited by it. As a progressive, “he never 


started to break up something without — 


knowing where the pieces would land 
and what could be constructed out of 
them,” he said. 

Mr. Myrick presented on behalf of 
the association a scrapbook of clippings 
to Mr. Hadley’s son; a large antique 
Sheffield silver tray to Mrs. Hadley; 
and to Mr. Hadley himself an inscribed 
scroll setting. forth the association's ap 
preciation of his services. 


Mid-Continent Life Convention 


The Mid-Continent Life will hold its “7 
agency convention in the home office © 


building in Oklahoma City Saturday.. A 
banquet will be held in the evening. 


R. E. Leonard, agency manager, will be | 


in charge. A number of subjects per 


taining to sales and plans for the yeat F 


will be discussed. 
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THIRTY-SEVENTH ANNUAL FINANCIAL 
STATEMENT? Year Ending December 31, 1936 











5 NATIONAL : 7 
LIFE AND 
. nati ryld 
ASSETS Srey LIABILITIES 

emt mene 7... he ccvcici $25,044,584.53 Legal Reserve, Life Insurance 
PE 5 keene sows nae s $35,794,577.17 
Stocks Owned .............- 58,900.00 Reserve, Disability Policies.. 134,439.05 
Contingent Reserve ........ 1,763,859.92 
Real Estate Loans, First Mort- R " for Epidemi 1.000.000.00 

Pc acha'ss Ee he ee 11,335,696.24 a a ee tess ssiclounieies 

Investment Fluctuation Fund 900,000.00 

Cash in Banks and Offices.... 2,233,965.32 Gross Premiums Paid in Ad- 
Wn re RS ek Vb uE 294,027.18 
“— Estate a = emg Taxes Accrued, But Not Due. 517,954.73 

192,933.99 Is se or ae 

nitetehe Commissions to Agents, Due 
Company Purposes ....... 4,639,960.46 amd Acereed . 26k ccc ewees 235,273.40 
Loans on Bonds ............ 25,000.00 Agents’ Bond Deposits. ..... 437,071.87 

Policy Claims in Process of 
Net Unpaid and Deferred Payment and Adjustment. . 169,499.97 
Premiums, etc. ........... 1,620,524.19 All Other Items............ 150,814.39 

re 2,629,598.45 Liabilities Other Than Capital 
ee ee 41,397,517.68 
Interest Due and Accrued.... 557,351.75 Capital and Surplus......... 6,748,063.26 
TOTAL ASSETS ........ $48,145,580.94 TOTAL LIABILITIES. . .$48,145,580.94 


Increase in Life Insurance in Force During 1936 ................ $ 80,734,482.00 
Total Life Insurance in Force December 31, 1936................ 536,728,355.00 
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Budgetary, Work Control 
by Agents Is Considered 





HEIFETZ AGENCY IN CLINIC 





Young Agent Keys Plan of Million 
Dollar Production to 
Regimentation 





Rigid regimentation of agents assumed 
by them voluntarily as a means to suc- 
cess, and,strict budgetary control so the 
agents can live within the amount they 
realize in cash commissions were dis- 
cussed at a meeting of the Samuel Hei- 
fetz agency, Mutual Life of New York, 
in Chicago. Some such control in order 
to minimize financial difficulties of agents 
and leave their minds and energies free 
to concentrate on —— generally 
; nized as necessary today. ’ 
ee Heifetz introduced George Gries- 
bach of the Rockford, Ill., agency, Home 
Life of New York, who although he has 
been connected with that company only 
a year and considers himself a_ novice, 
has worked out a complete financial 
budget and work control plan keyed to 
million dollar production. Mr. Heifetz 
said that Mr. Griesbach is well on the 
way toward reaching the million. 

Emphasizes Good Habits 


Mr. Griesbach stressed the importance 
of good working habits, rigid persist- 
ency to duty, need for a planned pro- 
gram of daily production and the duty 
of keeping abreast with client’s interests 
and problems. The plan which he has 
worked out in an effort to reach the mil- 
lion dollar goal includes seeing 1,000 
prospects during 1927 to realize 200 sales, 
or one out of every five; 83 prospects a 
month to realize 17 sales, or a total of 
$84,000 insurance written per month; 21 
prospects a week, with a resulting four 
applications or $21,000 of insurance. 

He presented his 1937 budget and 
daily time schedule, which are: 


Budget for 1937 


iesneoesewese $1,380.00 
ae sven 304.00 
Mortgage interest ....- = 
TAXES ..ccccccccccccce 60.0 
Gas, elect., heat, phone, 
water and iC@....-++ ceeees 
General insurance ..... 32.00 
Home equip., repairs... acne 


Clothing and footwear. 


Laundry and tailor.... 100.00 
Fares and lunches..... 52.00 
ane EXPENSE .....00es cevees 
lowanceS ..-+-ees eee eee 
ee —, dentist.... 150.00 
Drug supplies ...-.-++ «eeeee 
.. 200.00 
Any business expense _ Se none 
Life insurance.....-+-- $ 106.0 
Savings account .... ‘s00.00 


ortgage repayments 
ean. oo indebtedness 1,337.00 
Other investments..... 


$1,743.00 
Theaters, amusement..$ 60.00 
Education, music...... 25.00 
Clubs, lodges........-.- 40.00 
Church, charities...... 0.00 
Tobacco, books, papers 30.00 
Gifts, services, etc..... 5.00 
Vacation ...-ceceecees 100.00 

IncidentalS ....e.cecee covcee $ 330.00 

$5,153.00 

— 920.00 

irement....$4,233.00 

Total annual requi tay +4 


Total monthly requirement... 
Daily Time Schedule 


6 a. m.—Awake. 

6-6:30—Dress and prepare toilet. 
6:30-7:15—Breakfast and paper. 

: Mail, chart work. 


9:45—Second interview. 

11—Third interview. 

12:15 p. m.—Luncheon engagement. 

2-3—Chart delivery. A 

4-5—Dictation and coming day’s work 
arranged. 

5-6—Work on charts. 

6-7—Dinner. 

7-8:30—Evening call. 

9-10—Office work. 

10—Bed. 


B. J. Stookey of the Heifetz agency 
reviewed the company’s financial prog- 
ress. Mr. Heifetz also spoke, outlining 
plans for 1937. 











Women’s General Agency Opens 








An all-woman life general agency, be- 
lieved to be the first of the kind in the 
country, has been opened in the Insur- 
ance Exchange, Chicago, by Mrs. Cath- 
erine P. Girault, who has just been 
appointed general agent by the Amer- 
ican United Life. Mrs. Girault, an 
experienced life insurance woman whose 
husband, the late Peter L. Girault, for 
20 years was agency manager of the 
Equitable of New York in Chicago, is 
now.recruiting women for her staff. 

She believes women have a great op- 
portunity in life insurance selling on a 
strictly business basis, and that they 
have not come into their own in the 
business, for a number of reasons. There 
are a few women’s divisions of general 
agencies and branch offices composed 
largely of men agents. These divisions 
have been outstandingly successful, but 
they have been built very largely by the 
unaided efforts of a few far-seeing, in- 
dustrious women agents, Mrs. Girault 
believes. 


Formerly on Insecure Basis 


Women in life insurance sales staffs 
heretofore, she says, as a rule have been 
accepted without much enthusiasm by 
agency heads and staffs. Generally the 
women in the business, she says, have 
not received unqualified support, coach- 
ing and assistance of the men. The 
women, generally without business ex- 
perience, have had to ask the men many 
questions about matters that appeared 
simple to the latter, and in some quar- 
ters, at least, the women have been 
looked on as a nuisance. 

Mrs. Girault says women entered the 
selling end of the business with more or 
less misgivings on the part of the men 
in it, who felt it was not a business for 
women and they might unduly use their 
feminine charm. This attitude has been 
modified due to fine records achieved by 
some outstanding women agents. 
Women’s divisions have been formed 
in local life underwriters associations, 
in the National Association of Life Un- 
derwriters, and the women at the Bos- 
ton national convention last year were 
given place on the program with their 
“Quarter Million Dollar Round Table.” 


Sees Great Opportunity 


“There is a much larger field in selling 
life insurance to women in this country 
today than ever before in history,” Mrs. 
Girault says. “I decided to form an all- 
woman’s agency, not merely to sell to 
women, but also to men. I believe the 
woman life insurance agent who de- 
pends upon feminine charm to sell busi- 
ness will not last very long. The man 
who buys a policy because the woman 
agent is pretty and fascinating may not 
keep the policy very long. 

“It is also true that the backbone of 
an agent’s business is the endless chain 
system leading from a sold client to a 
friend or business associate who is a 
good prospect. I do not believe that 
many men who buy policies because of 
the sex appeal would want to give the 
woman agent names of other friends 
and associates to see.” 

“The Girault agency represents one 
of the first serious efforts in this coun- 
try to give women their rightful place 
in the business on a business basis. My 
women agents are going to be thorough- 
ly trained in life insurance and selling, 
and conduct themselves on a high pro- 
fessional plane.” 

Mrs. Girault will conduct a school 
for women recruits, the training espe- 
cially built around the selling of the 
American United’s family group form, 
under which an entire family can be 
insured in one policy at the group rate. 
She is drawing her recruits from two 
classes of women, those with social con- 
tacts who will be able to go out after 
more important lines, and women better 
fitted to do a day-by-day intensive pros- 
pecting job and make many calls. She 
believes that in this latter field there is 
as much opportunity for women as 





MRS. CATHERINE P. GIRAULT 


agents have not for the most part been 
trained to this kind of hard work. 

The formal opening of the Girault 
agency will be Feb. 15. Mrs. Girault 
is assisted by her daughter, Catherine. 

Upon Mr. Girault’s death his widow 
entered the life insurance business to 
handle his own personal business. She 
went through the Equitable’s corres- 
pondence course and then studied in the 
field schools. In her first year she paid 
for about $450,000 of life business and 
in her second year approximately $400,- 
000. In 1931 she broadened her busi- 
ness, also doing casualty and fire 
soliciting, going with Hodgkinson & 
Durfee, general insurance agency of 
Chicago, and two years later becoming 
an office broker with Fred S. James & 
Co. in that city. She has built up a 
substantial volume of general insurance 
business in addition to maintaining good 
life production. 

Mrs. Girault’s office is the second 
general agency of the American United 
in Chicago. 


Capitol Life Winners 

Fred D. Krueger of Denver won the 
year-long contest of the Capitol Life of 
Denver in which the first prize was an 
automobile. He produced a larger vol- 
ume above quota than any other agent. 

Prizes for exceeding their quotas by 
30 percent were awarded to H. O. 
Weber, Denver; W. A. Diffy, Jr., Dal- 
las; Sol Zuckerman, Cheyenne; M. M. 
Friedman, El Paso; Sanford Stewart, 
en and William Golden, Oklahoma 

ity. 

Third prizes went to J. P. Cherrod, 
Kansas City; J. M. Moser, Houston, 
ae and S. G. Bailey, College Station, 

ex. 


Lockwood Sole General Agent 


R. P. Lockwood becomes sole gen- 
eral agent for the Connecticut Mutual 
Life at Portland, Ore. His father, S. P. 
Lockwood, who had been associated 
with him for 11 years, died Jan. 15 at 
theage of 70. The office will continue 
under the name of the Lockwood 
Agency. R. P. Lockwood joined the Con- 
necticut Mutual in 1926, going in part- 
nership with his father. 


Patterson to Shake Hands 
With Penn Mutual Men 














A. E. Patterson, vice-president Penn 
Mutual Life in charge of agencies, will 
visit the Chicago offices next Tuesday 
and will take particular delight in re- 
turning to his former agency. Mr. Pat- 
terson’s ambition during 1937 is to shake 
the hand of every man who is licensed 





there is for men agents and that women 














as an agent of the Penn Mutual Life. 


Evening Classes Help Offset 
Part-Time Pact Handicap, 





TEACH POTENTIAL RECRUIT; 
Men With Jobs, Most Desirable Cangj. 
dates, Enabled to Make Choice 

With Eyes Open 





NEW YORK, Feb. 11. — Evening 
training courses for prospective agents 
are being used successfully by som 
agencies as a solution to the recruiting 
problem and particularly in Overcoming 
the handicap imposed by the inter-cog. 
pany agreement on part-timers in urban 
centers. It used to be possible to tr 
a new man out and get him started ip 
the life insurance business while he stl 
kept his full time job in some othe 
field. Later he could quit his first job 
with a fair degree of knowledge of th: 
life insurance business, with a number 
of paid for cases to give him confidence 
and cash, and good supply of prospects, 

The part-time agreement prevent 
most general agents and managers fron 
taking on men with other full time jobs 
and letting them do any actual selling 
But it is still possible to get likely re 
cruits having full time jobs and let then 
attend a course in life insurance and 
salesmanship in the evening. As a gen- 
eral thing, men with jobs are much 
more desirable recruits for life insu. 
ance selling than those who are uwnen:- 
ployed. The fact that a man has no 
job may cause him to delude himself 
into believing he is more enthusiastic B 
about the life insurance business than 
he really is, particularly if any financing 
is in prospect. 


Responsibility Is Problem 


At the same time, general agents and B 
managers have a certain amount of 
hesitation about taking a man out ofa 
job where he is at least earning a living 
and putting him in a position where he 
may be a victim of the heavy mortality 
that prevails even in the better agen | 
cies. The evening school method et 
ables the agency head to make his f 
choices with far more confidence and > 
permits the potential recruit to take the [ 
proposed step with his eyes open. This | 
schooling period also gives the new 
man a chance to organize his prospect: 
ing activities so as to be all set fora 
flying start when he does give up his 
old job and take up life insurance J 
selling. or 

The general principle of these school f 
is that the new man is under no obf | 
ligation whatever to sign a contract 
after attending the school nor is th > 7 
general agent under any obligation to > 7 
take him on. The plan has been get 
erally satisfactory. 
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Progressive Life Is Revamped 


The Progressive Life Association % | — 
Los Angeles which has heretofore of | 
erated as a “chapter eight” company hi | 7 
transformed into a “chapter nine” ml | 
tual life and disability company writin 
on the stipulated premium plan, change | 
ing its name to the Progressive Life It | 
surance Company. J. B. Lowe is pres 7 
dent and L. D. Collins, secretary. : 

























Chinese Representative Home on Leav 


SAN FRANCISCO, Feb. 11—H. 2 | 
Newbill, general agent of the Wet) 
Coast Life in North China and Mar © 
churia, is at the home office en roult ) 
to his former home in Virginia whet) 
he will spend a six months’ leave betot § 
returning to the Orient. Mr. Newbil | 
has been in China 20 years, 14 of which 
he was a United States consular office’ 
For the past six years he has been Wil! 7 
the West Coast Life and also an i 
port and export merchant. This is h' 
first visit to the United States in 














years. 
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= ON POLICIES SINCE 1887 


Financial Statement, January 1, 1937 

















as 0 
inset 
"a ASSETS 7 LIABILITIES 
nicing First Mortgage Farm Loans, including Tax Sale Reserve (Full Net Level Premium)........... $28,367,071.1T 
Certificates ...........eeeececeesenees $ 9,492,800.43 Death Claims Reported, Proofs Not Completed. . 54,756.02 
Cash in Office and Banks weeeeee Sasnusedens 762,141.72 Reserve for Unrenorted Death Claims.......... 25,090.00 
Cash Loans on Company Policies ......... 8,712,104.00 Premiums Paid in Advance .............- nim 36,629.02 
ay: egy sore WOON: eS eacasudacwe esas 13,032,868.88 Interest Paid in Advance...........2.seeeeee 188,119.83 
nt ot oe - S. Government and CO III os i dicncscewacnensacoes 16,635.52 
tof a Government Guaranteed. .$5,268,676.25 Dividends and Installments Left With Company 
living F Federal Land Bank........ 2,259,181.50 al RGR INGIOONRR. «5 o9 sce cccccwcnes 232,091.64 
whe ; State, County and Municipal. 5,008,733.22 I TINT ooo ccccccnccsesccnccons 300,000.00 
a Public Utility and Railway Reserve for Salaries, Medical Fees, etc......... 32,187.60 
inn, Equipment.......+++++. 410,353.61 Contingency Reserve for Participating Business 
his Canadian. ............... _ _ 85,924.30 Written Since Jenuary 1, 1915........... 1,789,564.86 
© j Real Estate (including Home Office)........... 8,225,890.14 Reserve for Policy Dividends 
* = =) Real Estate Under Contract of Sale............ 146,512.72 (Apportioned and Unapportioned) .... 6,069,800.08 
This i Interest Accrued .........ccsccceee seseeeee 393,414.48 ER CE CEE CCE IEP ECORET CCC 500,000.00 
new fa Deferred and Unreported Premiums ........... 418,524.50 Surplus ..... ievennanecinetsenwecanneveice 3,572,699.23 
spect Due from Reinsurance..............sesseees 208.04 
for ap» Furniture and Fixtures Account ...... coccccee None 
ip his Boe COUR 6Ral OMNES... os cecncscveeses PELE EL None 
rane f Prema WGlG0s.. oo 5 cc ewacccctcnsiondaces = None 
3 GRE occ cccicnveveces wedesedaas aeaaa None 
shools 4 Gir AINE oo cus cc vccenaeceavees aeddeda None 
oe 4 ASSETS, December 31, 1936...... . +. -$41,184,464.91 © WOUAE oo okcsccddadecscacedecesweceneeee 
ntrac 
s the . i x 
on Record of Nineteen Hundred Thirty-six 
ms Deatlt Claims Paid... ccccccccccccecccccccese GOteeer Total Paid Policyholders........ccccsseeese+ 4,100,767.15 
Cash Payments to Living Policyholders ......... 3,409,240.64 Insurance Issued and Revived........20e22-- 13,697,151.86 
ned ee INSURANCE IN FORCE (paid for basis) DECEMBER 31, 1936... . $124,314,142.24 
2 
f Percentage of Death Losses Paid to Mean Insurance......0.557 Percentage of Lapse and Surrender to Mean Insurance... ..6.99 





Average Percentage of Actual to Expected Mortality, December 31, 1915 to December 31,1935 .... 40.05 


WE LEAD THE WORLD IN OUR HOME STATE IN OLD LINE INSURANCE IN FORCE 
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LEGISLATIVE DIGEST 





GENERAL 


New York—Austin assembly bill calls 
for investigation of dormant unpaid 
claims insurance policies. 

New Mexico—Agents qualification bill 
has been amended to eliminate provi- 
sions for setting up an enlarged insur- 
ance department fund in the hands of 
the superintendent. Another bill liberal- 
izes the requirements on types of securi- 
ties necessary to qualify a company for 
adinittance, increases the salary of the 
insurance’ superintendent to $3,000 per 
year and changes the definition of what 
companies may do under life, fire and 
casualty classifications. The superin- 
tendant would have the power to ap- 
prove or disapprove of any securities 
offered, regardless of whether they are 


defined in the list of permitted types. 

Massachusetts—President C. W. Wy- 
att of the Boston Life Underwriters As- 
sociation appeared before the insurance 
committee backing a bill providing for 
group insurance for the benefit of cred- 
itors with 100 members minimum and a 
limit of $10,000. The bill is patterned 
after the New York law. 

Rhode Island—McHugh bill provides 
for savings ‘bank life insurance. 

Connecticut—Savings bank insurance 
provided in Barrett bill. 

South Dakota—Wright bill provides a 
new stock company must have an 
authorized capital of at least $200,000, 
of which $50,000 shall be fully paid in 





cash, and which shall be increased to 








Connecticut General 


Life Insurance Company 
Hartford, Conn. 


SEVENTY-SECOND ANNUAL REPORT 


The business of the Connecticut General Life Insurance Company 


during 1936 made steady progress 


in all departments. Improved in- 


comes and a more widespread conviction that adequate financial 
security is most surely attained through life insurance contributed 


to increased sales. 


Total income, assets, new business and insurance in force, all 


showed substantial gains. 


New life insurance paid for amounted to $165,201,622, an increase 
of 19.4% over 1935. Life insurance in force at the end of the year 
totaled $1,056,559,897, an increase of nearly $50,000,000 for the year. 

All lines of group insurance made excellent progress. 

Life insurance premiums totaled $33,537,787. Premiums in the 
accident department increased from $1,817,730 to $2,068,898. 

Funds left with the Company to be paid in instalments in lieu of 
lump sum increased by 48.4% and amounted to $3,630,463. This is 
evidence of the growing use of income settlements on the part of the 


public to protect insurance estates. 


An increase of 12.9% in income from investments brought the 


total to $9,912,768. 


Total income increased to $50,640,254. 
Assets increased $19,504,708 during the year and on December 31 


totaled $208,417,564. 


The voluntary contingency fund was increased to $2,500,000 and 
excess security to policyholders, excluding such fund, increased to 














$9,064,282. 
Payments to life and accident policyholders and _ their 
beneficiaries during 1936 a- 
mounted to $21,098,948. There 1936 RECORD 
was a decline of 24.9% in in- seis $ 208,417,564 
surance surrendered. Since or- Reserves and other liabilities 
° ° including contingency fund 
ganization the Company has $2,500,000 199,353,282 
paid to policyholders and bene- Excess security to policyholders 9,064,282 
ficiaries $263,024,269. Life insurance premiumincome $ 33,537,787 
We enter our "3rd year — insurance premium in- 2,068,898 
convinced that the public is Total income 50,640,254 
going to make a and satah New paid life insurance $ 165,201,622 
use of life insurance in its quest Cdn evticvine yeee A% 
of financial security, and with Life insurance in force 
ons mber 31 1,056,559,897 
an agency organization better ; 
} j Payments to policyholders and 
trained and better equipped peneate se potey 
than ever before to help the Year 1936 $ 21,098,948 
public use life insurance to best Since organization 263,024,269 
advantage. 























$200,000 within five years from date of 
issuance of the first policies. 

Nebraska—The bill providing for the 
merciful death on court order of any 
person suffering from an incurable dis- 
ease cart‘es a provision that this shall 
in no wise relieve life insurance com- 
panies carrying policies on victims from 
liability for full payment of contracts. 

Nebraska-—Insurance companies would 
be included in the list of solvent cor- 
porations about which false statements 
of condition or malicious criticism may 
not be circulated under penalty of heavy 
fine or imprisonment or both. The exist- 
ing law covers banks only. 

Arkansas—Life companies of other 
states will not be permitted to sell poli- 
cies in Arkansas in any classification of 
insurance unless similar policies may be 
sold by Arkansas companies in the 
states in which other companies are 
organized under Chrisp bill passed by 
senate. 

Minnesota—Insurance people are pre- 
paring arguments against an amendment 
to bring insurers within the income tax 
law of Minnesota. At present, insurers 
are exempt in that state. Under the 
amendment, each insurer would be re- 
quired to report to the commission the 
net income returned by it for the taxable 
year to the United States under the 
provisions of the revenue act of 1936 
and the commission shall compute there- 
from the taxable net income of such 
companies by assigning to Minnesota, 
the proportion thereof which those pre- 
miums during the taxable year written 
in Minnesota bear to the total gross 
premiums. 


Colorado—Premiums of mutual bene- 
fit companies would have to be based 
on the American Experience table under 
a bill drafted by J. G. Donaldson, as- 
sistant attorney-general. Premiums 
would have to provide for payment of 
claims in full and if the mortality fund 
thus created was not sufficient to per- 
mit full payments, assessments would 
have to be made. All mutual benefits 
would be placed under the supervision 
of the insurance department. There are 
32 titles covering mutual benefit regu- 
lation before the legislature. 

Alabama—Chichester bill making it a 
misdemeanor to circulate derogatory 
statements as to the solvency of insur- 
ance companies. has passed the house. 
Another bill amending Section 8351 ot 
the Alabama code, requiring domestic 
and foreign insurance companies to keep 
a $50,000 deposit with the insurance de- 
partment has also passed the house. 


FINANCIAL 

Michigan—The extension of the mort- 
gage moratorium for two years from its 
expiration March 31 is unlikely. The 
bill rushed through the house came to 
grief in the senate judiciary committee. 
Members of that committee expressed 
belief that the “emergency is over” and 
that it is no longer necessary to deter 
mortgagees and holders of defaulted 
land contracts from carrying through 
foreclosure and eviction proceedings. 

Nebraska—The recommendation for 
passage of a bill extending the present 
mortgage moratorium for one year has 
been changed to two years to avoid 
threatened legal action. 

Oklahoma—A bill patterned after the 
Robertson law in Texas has been intro- 
duced. Commissioner Read is opposing 
it. 

Pennsylvania—Kunkel senate bill lim- 
its interest on policy loans to 4 percent. 

Pennsylvania—A bill has been intro- 
duced in the senate reducing the rate of 
interest life companies can charge on 
policy loans to 4 percent. 


PENSIONS 


Iowa—Creation of a state teachers 
annuity system is proposed. The pen- 
sion would start at 60 and would be 1% 
percent of the average annual salary for 
each year of service. Contributions de- 
pend upon age and sex, varying from 
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John Hancock Elevates 
Several Staff Member; 




































































































































BYRON K. ELLIOTT 


Byron K. Elliott, general counsel of 
the John Hancock Mutual, has been 
elected vice-president as well. He was 
formerly manager and general counsel 
of the American Life Convention. C.J. 
Diman, secretary, is also made vice. 
president but will continue as secretary. 
Three new second vice-presidents were 
elected. Hjalmar Lundberg, who ha 
been auditor; T. F. Temple, formerly 
superintendent of agents and C. F. 
Glueck, manager of the group depart. 
ment. Messenger will succeed 
Mr. Temple as superintendent of agents. 
J. H. Wood, agency comptroller, will 
be general manage of geneal agencies. 








4.52 percent to 8.54 percent of salaries. 
Disability provisions are included. 


Nebraska—A teachers’ retirement bill 
creating a pension fund to which the 
teacher and the state contribute equally. 


— 


ACCIDENT AND HEALTH 

Massachusetts—Insurance committee 
questioned advisability of bill exempting 
proceeds of health and accident from 
the claims of creditors. Some members 
favored exemption limited to bills in 
curred after disability, others would ex- 
empt only a percentage. 


INDUSTRIAL 


Maryland—Callan bill provides the 
various conditions and restrictions for 
industrial life insurance policies. It is 
approved by the state insurance depart 
ment. Salient provisions are: If the age 
of insured has been misstated, the 
amount payable under the policy shall 
be such as the premium paid would have 
purchased at the correct age. Every 
policy must have a brief description of 
the contents in bold letters upon its face. 

New York—Neustein assembly bill re 
quires life industrial policies to contain 
loan provisions required in ordinary pol- 
icies. 


Business to Spurt 


BIRMINGHAM, ALA., Feb. 11—-A 7 


surge of business soon after the watefs 


abate in the Ohio Valley flood zone is © 
predicted by S. T. Whatley, vice F- 
He, 7 
who is now on a transcontinental touf © 


dent in charge of agencies of Aetna 


of agencies. He said the flood created 
a demand for new goods of all descrip? 
tions. 
where, Mr. Whatley said. 


Aetna Life Men Promoted 


H. S. Beers, associate actuary Acti? ©] 


Life, has been elected vice-presidet : 


Ralph Keffer, assistant actuary, 


chosen actuary. 





Business is already brisk else 7 
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'R. R. Lounsbury to Become 


Atlantic Life’s President 




















'swINK HAS RESIGNED POST 



























Bankers National Head to Retain That 
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NEW YORK, Feb. 11.—R. R. Louns- 
jury, president of the Bankers Na- 
tional Life of Montclair, N. J., is ex- 
pected to be elected president of the 
Atlantic Life at a meeting of stock- 
holders today in Richmond, succeed- 
ing A. O. Swink, resigned. He will 
continue as president of the Bankers 
National but the companies will be 
operated on an entirely independent 
basis. No other changes in Atlantic 
Life personnel are expected. 
RICHMOND, VA., Feb. 11.—Angus 

0. Swink, president of the Atlantic Life, 


' announced his resignation unexpectedly 


Tuesday night from New York, follow- 
ing a conference there with representa- 
tives of the Bankers National Investing 
Corporation, which recently acquired 
stock control of the company. While 
in that city he talked with the man 


slated to succeed him but he declined to 


disclose the man’s identity. He stated, 
however, that the man was not a New 
Yorker. Mr. Swink will continue as a 


' director of the company and will serve 


it in an advisory capacity. He plans to 
take a vacation before making any new 
plans. He has been president since 
Jan. 1, 1929. For 20 years before be- 
coming head of the Atlantic Life he was 
head of a general agency of the com- 
pany in Richmond, operating in Vir- 
ginia and the District of Columbia. His 
personal production in that period ran 
from $1,000,000 to $4,250,000 annually. 
He started in the insurance business in 
Roanoke in 1902 as an agent of the New 
York Life. 

No other changes in the official per- 
sonnel of the Atlantic are expected. 


New Board for National, Canada 


TORONTO, ONT., Feb. 11.—The 
National Life of Canada elected a new 
board of directors at its annual meet- 


' ing: President, H. R. Bain of H. R. Bain 


& Co., brokers, Toronto; vice-president, 
Robert Fennell, Toronto; barrister, Col. 
H. A. Bruce, lieutenant-governor of On- 





Twice President 












was 





R. R. LOUNSBURY 


R. R, Lounsbury, president Bankers 


National Life, is also b : * 
of the Atlantic Life ecoming president 
Swink, ? 


‘oleae succeeding A. O. 





tario; E. W. Hamber, lieutenant-gover- 
nor of British Columbia; A. H. Beaton, 
Toronto barrister; A. A. Aitken, Mont- 
real financier; F. D. Reid, Toronto, and 
Denton Massey, Toronto. Of these 
directors, the only one who was on the 
former board is Mr. Beaton, who was 
president. 

Executive officers are announced as 
follows: M. W. McCutcheon, assistant 
to the president and secretary; R. M. 
Huestis, manager of agencies; J. P. 
Dandy, actuary; E. C. Noble, medical 
referee. 


Find Creditor Can’t Reach 


Dividend Accumulations 





NEW YORK, Feb. 11.—Dividend ac- 
cumulations have been held to be part 
of the “proceeds and avails” of life poli- 
cies and hence exempt under New 
York’s section 33a from the claims of 
creditors of the insured, in a decision 
recently given by the U. S. circuit court 
of appeals for the second circuit sitting 
in New York City. The case, though 
involving only $233, is important be- 
cause of the vast amount of dividend 
accumulations held by the companies. 

The federal court, pointing out that 





state decisions are in conflict, and that 
since the New York court of appeals 
has not passed on this precise point, the 
circuit court of appeals will adhere to 
the view that these dividends are ex- 
empt, reasserted the well known doc- 
trine that exemption statutes should be 
liberally construed. 

The New York State Association of 
Life Underwriters, acording to its es- 
tablished practice, intervened in the case 
through its counsel, Albert Hirst, as 
friend of the court in all three courts 
passing on the case, that is bankruptcy 
referee, federal district court, and U. S. 
circuit court of appeals. 


Wins Directors’ Cup 

Agency Vice-president D. Gordon 
Hunter this week presented the Direc- 
tors’ Cup to the Sam P. Davis (New 
York City) agency of the Phoenix Mu- 
tual Life for the year’s outstanding rec- 
ord. Starting virtually from, scratch 
in 1932, Mr. Davis registered a large 
increase last year over his 1935 business 
and over his 1936 quota. 

At the same time Mr. Hunter 
awarded the premium leader cup to I. 
Austin Kelly III, for leading all agen- 
cies in paid premiums. 


Great-West’s Managers in 
U. S. and Canada Gather 


H. W. Manning, assistant general 
manager Great-West Life, Winnipeg, 
Man., in charge of agencies, and D. E. 
Kilgour, inspector of agencies, are wind- 
ing up this week a series of four man- 
agers conferences which started last 
week in a two-day rally of western Can- 
ada managers held in Winnipeg. The 
second meeting was in Chicago, - 11 
managers attending. The third session 
was on Thursday and Friday in Tor- 
onto, and a fourth was scheduled to be 
held at another point in Canada. The 
Chicago gathering was devoted entirely 
to interests of U. S. managers. 

Interesting results of a “composite 
agent” in 1936 were reported. All 
Great-West managers had nominated a 
rew agent each, whose record was ana- 
lyzed and pooled with all the others to 
give a cross-section result of new or- 
ganization. 





Arthur H. Kohn, 78, veteran insur- 
ance executive, died at his home in Co- 
lumbia, S. C. Mr. Kohn had served as 
secretary and treasurer of the Carolina 
Life. 
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John Hancock Mutual Men 
Assemble at Home Office 


AGENCY MANAGEMENT TOPIC 





General Agents Give Personal Expe- 
riences in Recruiting and Building 
of Their Organizations 





The John Hancock Mutual General 
Agents AsSociation chose the first an- 
niversary of President Guy W. Cox’s 
accessiog to office, for their meeting in 
Boston. President Cox spoke at the 
luncheon given in his honor. 

Harry Gardiner, New York City gen- 
eral agent and president of the General 
Agents Association, presided. 

“Recruiting is the general agents’ 
most important job,” said J. Harry 
Wood, agency comptroller, in an ad- 
dress. “He must get the material be- 
fore he can go to work on it. The 
problem is not one of mass recruiting 
versus quality recruiting. 


Building Up an Agency 


“Too much quality can and often 
does mean too little quantity. The really 
successful agency is not one of world- 
beaters from the start, but one where 
average men are trained and inspired to 
do a better than average job. And 
that’s the general agent’s task. A gen- 
eral agent shouldn’t be an office man- 
ager; he shouldn’t be a claim adjuster; 
he shouldn’t be a conservation clerk; he 
shouldn’t be a correspondent—but he 
should be first and finally a sales man- 
ager. 

“Contrary to popular belief, men do 
not work for money alone. Your job 
is to find the driving force that pushes 
a man toward achievement and stimu- 
late that force in him. Making your 
men want to make good is half the bat- 
tle. Education of your men is a fine 
and a necessary thing, but it isn’t train- 
ing. Too many insurance agents are 
suffering from an overdose of education 
and an undersupply of training. It’s not 
enough for a man to know; he must be 
schooled to use what he knows. 

“Three things are vital in training. 
First, teach prospecting; second, show 
your men how to make good sales 
presentations; and third, how to culti- 
vate good work habits. These first 
things come first. Other things can 
follow.” 


Adams Explains His Method 


“Agree on your training procedure 
and stick to it,” said General Agent A. 
C. Adams of New Haven, in explaining 
how he does training on the inside. “I 
believe in careful coaching and training 
of the men before they go out as well 
as in working with them in the field. It 
inspires an agent when he sees that his 
general agent’s methods actually work 
for him. There’s a big plus in know- 
ing how to do the job yourself. To 
quote the old saying: ‘Good horses make 
good jockeys and good players make 
good coaches’.” 

General Agent W. B. Ackerman of 
Cincinnati talked on outside coaching 
on the job. He does a great deal of 
joint work with the agent, and says too 
many general agents yield to the 
temptation to step in and work on the 
case if the sale appears to be eluding 
the agent. 


Learn to Stand on Own Feet 


“The best method of training that I 
know of,” said Mr. Ackerman, “is to let 
the agent take every other case with- 
out any interference or help. Let him 
sink or swim. It’s hard to let him lose 
it, but it’s better training for him. That 
way a man learns to stand on his own 
feet and becomes an independent writer 
much sooner than if he is ‘saved’ at a 
bad turn by the general agent’s taking 
over the interview.” 

General Agent R. W. Hoyer of Co- 








Equitable of Iowa Founders Group 

















Officials of the Equitable Life of Iowa on “Founder’s Day” are shown 
standing around a birthday cake, the candles being furnished by the various 


agencies. 


The event was celebrated by a one-day production drive. 


In the picture, left to right are President H. S. Nollen, P. K. Adams, assist- 
ant supervisor of agencies; Grady Fort, field supervisor; F. W. Hubbell, vice- 
president and treasurer; E. E. Smith, agency secretary; Secretary J. W. Hubbell, 


A. S. Anderson, manager service section; 


Hunter, vice-president and 


actuary; P. C. Irwin, assistant actuary; R. E. Fuller, assistant superintendent of 
agencies, and E, E. Cooper, agency assistant. 








lumbus, Ohio, talked on supervising an 
old organization. Mr. Hoyer’s methods 
are unique and a product of his own 
dynamic personality. He believes in 
keeping his agents excited all the time. 
He carries on a voluminous personal 
correspondence with his men, has an 
honest interest in the lives and for- 
tunes of all of them and his dealings 
with them are packed with inspiration. 

“My agency is no app-a-week organ- 
ization. Three apps-a-week is the 
goal,” said Mr. Hoyer. “I know what 
Mr. Wood says about men not work- 
ing for money alone is true. I find out 
what reason every man has for want- 
ing to be a success—and I know them 
all well enough personally, so that I 
can find out—and I keep him excited 
over getting there. I tell a man that 
he is the best salesman in town, because 
he is, whether he knows it or not. Mak- 
ing him believe it is half the battle of 
building him into a leader. Every man 
who is worth his salt, has enough good 
qualities in him to make him stand out 
in a crowd. Develop those qualities and 
you’ve an agency force to be proud of.” 

Paul Clark, general agent at Boston, 
choosing recruiting for his subject, said 
the trend is back to younger men and 
middle aged women. “The _ biggest 
problem must be faced and solved if we 
are to attract men of the right calibre 
and keep them with us until they are 
producing.” 

Walter Powell, general agent at At- 
lanta, gave a talk on recruiting. A for- 
mer football coach himself, Mr. Powell 
thinks coaching methods can be carried 
right into business and does it success- 
fully. 

“T think the task is more one of re- 
charging than motivation,” said he. 
“Men are likely to rest on their laurels 


and get slack and then it’s time to. 


bring up the fighting spirit. ‘Go in 
there and fight’ is just as good a slogan 
for the general agent as for the athletic 
coach.” 

A. H. Dalzell, conservation manager 
of the Paul Clark agency of Boston, 
gave a talk on his methods of reinstat- 
ing lapsed business. 

“Agents should be ranked,” said Mr. 
Dalzell, “by persistency as well as pro- 
duction. In every case of a surrendered 
policy, I see the writing agent person- 
ally and find out the whole story. Get- 
ting this background helps a lot in 
keeping the business.” 


R. C. Meadows, general agent Na- 
tional Life of Vermont, Binghamton, N. 
Y., reached fifth place among the gen- 
eral agents of the company in 1936. In 
1935 the Meadows Agency was in tenth 
place. Mr. Meadows is building an or- 
ganization in 20 counties of central 
New York. 








Kansas City Life Raises 
Its Single Premium Rates 





The large volume of single premium 
life and endowment business written re- 
cently by the Kansas City Life has caused 
the company to promulgate new rates 
averaging over $100 per $1,000 higher 
than at present. This action was taken 
largely on account of the investment 
situation. 

The company will accept completed 
applications at current rates until March 
15. All annual premium life and en- 
dowment rates remain unchanged, and 
annual premium and single premium an- 
nuity rates are continued without change 
until further notice. The new single 
premium participating rates at quin- 
quennial ages and illustrative didivends 
on single premium ten year endowment 
are: 


c—Endowments 

10-Yr. 15-Yr. 20-Yr. 
$850.08 $754.99 $671.15 
850.51 756.01 673.11 


Age Life 
63. 


cow 
00 00 





Be Sia neletasevee 853.60 763.87 688.86 
eee 81.40 856.30 770.98 702.86 
5 LORE ae 647.70 861.28 783.40 726.09 
Ns sioiers es eeb 721.65 869.71 803.27 761.39 
Us 6 6516 serie 799.43 881.91 833.39 810.18 
—Cash Value End Year— 
Age 2 3 10 Div. 
1 $740 $773 $839 $933 $1,000 $124.38 
TA 740 773 839 933 1,000 124.39 
ae 741 773 839 933 1,000 124.42 
35. 741 774 840 933 1,000 124.48 
SA 742 775 840 933 1,000 124.56 
ee 744 776 841 933 1,000 124.69 
BU sree 747 779 842 934 1,000 124.94 
Sar 753 783 845 934 1,000 125.37 
oe 761 790 849 934 1,000 126.01 





aes York Life’s 
Top Producers 
for Last Year 








Benjamin Leven of Los Angeles, pres- 
ident of the New York Life Top Club, 
paid for 104 applications and over $1,- 
684,000 last year and therefore led the 
field force in volume. He has been with 
the company since July, 1932. H. G. 
Jones of Pipestone, Minn., paid for 308 
applications for over $334,000 insurance, 
leading all the rest in applications. He 
paid for 87 in December. He went with 
the company in September, 1928. 

The other volume leaders are J. E. 
Baker, Jr., St. Louis; S. D. Einstein, 
Vineland, N. J.; Joel Hershman, Allen- 
town, Pa.; Jack Manfield, Bankers 
building branch, Chicago; I. S. Kibrick, 
Brockton, Mass.; Alexander Dumas, 
Seaboard branch, New York City; L. K. 
Sims, Los Angeles; Samuel Soforenko, 


‘the results under fire. 





Men Need Track on Which 
To Run, Kenagy Asser; 





SPEAKS IN SAN _ FRANCIS 





Mutual Benefit Superintendent of Age, 
cies Addreses General Agents, 


Managers 





SAN FRANCISCO, Feb. 11.—"y, 
are today at a point where we my 
bring into our agency management , 
new kind of training technique, the « 
sence of which is drill and constant prg. 
tice under supervision” H. G. Kenag, 
superintendent of agencies of the Mutu) 
Benefit Life, said in a talk to men. 
bers of the San Francisco Gener 
Agents & Managers Association at ox 
of the largest meetings of the group hel 
in recent years. “Our job,” he said % 
to so thoroughly drill our men in thoy 
things which they will encounter alo 
the sales track that we can guaranty 
We must have; 
manual of arms and then have drill ser. 
geants to see to it that the men maste 
this manual so thoroughly that whe 
they go into the field they will perfom 
properly under fire.” 

Too often, he said, agents have bee 
educated but not trained. The job ¢ 
building an agency is more difficult whe 
the men are doing the job in a variety 
of ways. “Let’s perfect in our agencies’ 
he urged, “a definite plan for selling lit 
insurance and give men a track to m 
on.” The general agent, he said, mu 
be a master in the use of that plan ani 
then by teaching it to his agents, le 
makes the job of agency building simpk 
The general agent gets the picture ¢ 
the kind of man he wants—one who ca 
learn to sell according to the plan, ani 
who can tell the story to the kind o 
people who will be interested. He wil 
be looking for the kind of men who ca 
master the plan. A more definite ston 
can be told to prospective agents. Trait: 
ing becomes more simple because it cor 
sists of teaching real skill in the use «i 
the plan. Supervision consists of per 


fecting each man in the use of the pln” 


Thus, he said, are thrown out the cot: 


plexities and difficulties that have mate 3 


the job of building an agency such a 


uphill climb. . 
“IT believe,” he said, “we are at thei 


point where we are going to lay mot 
stress, more importance than ever befor 
on the training factor in agency bull 
ing because if we have solved the tra: 
ing problem reasonably well, the othe 
problems are going to become less sit 
nificant. We will never solve the tt 
cruiting problem until we have our pre 
ent agents making a good living av 
when we reach that point, the kind (i 
men we want will be seeking an oppo" R™ 
tunity to come in. : 
to put men across to real success. 
“The objective of training is to gui 
antee an adequate number of skill 
presentations to real prospects.” ; 
In the absence of V. T. Motschet = 
bacher, Sun Life, chairman of the # 
sociation, who is attending his cot 
pany’s convention, Paul Webber, Lincol 
National Life, vice-chairman, pres! et 
Mr. Kenagy was presented by \ 
Peterson, Phoenix Mutual Life. 
Virgil Sands, assistant superintende 
of agencies Mutual Benefit, who 1s at 
companying Mr. Kenagy, was a gut 








Providence, R. I. 

Other application leaders are 
Harmon, Houlton, Me.; Eugene 
dall, Norman, Okla.; W. E. Wadhat 
Austin, Minn.; A. J. Norton, Chadtes 
Neb.: H. G. Mickle, Homer, Mich. 5 
A. Hammerquist, Rapid City, S. Di’ 
K. Sims, Los Angeles; Lawrence 
dan, Clearing House branch, Chicag® 59 


Cc." 


a 


R. K. Brown has been promoted "f 
assistant manager of the Atlanta ae 
nary office of the Prudential. Mr. ae 
has been connected with the Prudent’) 
in Jacksonville, Fla., since 1932 as spf 
cial agent. 
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Thriving on a daily work schedule that 
would leave Mrs. Roosevelt exhausted, 
Mrs. Lillian L. Joseph leads the Home 
Life of New York’s women agents 
country wide, ranks number seven among 
all its representatives for 1936, averages 
around three and one-half cases a week 
‘and has a premium average of $45 per 
$1,000, the highest in the company. Mrs. 
| Joseph is the wife of A. G. Joseph, gen- 
erla agent in New York City. Their 
son, F. M. Joseph, recently joined the 
| agency after specializing in the business 
at New York University. 

Although her husband is a general 
agent, going into the insurance business 
was entirely Mrs. Joseph’s idea. She 
has operated as much on her own as 
any other agent in the office, and has 
' never received anything in the way of 
' leads or other special assistance. She 
' has made her success entirely on her 
> own. 





Nothing for Eight Weeks 


So, for the first eight weeks she was 
' working, Mrs. Joseph did not tell her 
) husband anything zbout it. In fact, 
| there was no reason to, for she not only 
failed to write any business in those 
eight weeks, but did not even get a nib- 
' ble. Deeply convinced of the value of 
| life insurance—it had been the sole sup- 
| port of her mother as a young widow— 
» Mrs. Joseph tried to analyze herself and 
} find out why, even with all her convic- 
» tion and enthusiasm, she was not suc- 
> ceeding. : 

© Lack of knowledge of life insurance 
F and its sales technique seemed to her 
' to be the answer. She had never had 
' afy business experience and this sort of 
) work was entirely foreign. Education 
’ was the answer for Mrs. Joseph. Al- 
» though she was the only woman in the 
'® New York University life sales training 
‘ » course, she did more business while tak- 
‘It col: ing the course than any of the entire 
use (class of 43. She believes this associa- 










of pe tion with men agents helped her to get 
1¢ ™ > some of their viewpoints. 

\e COM: 

e made Fe Teaches Women to Save 

tach at | “Teaching women how to save” is 
at thee what Mrs. Joseph considers her job. 
mor She has written a respectable volume on 
efor eee en's lives and in fact, nearly all her 
bul © teally big cases have been on men, but 
> train they all came to her indirectly through 
othe % Woman contact. For example, she 
vss Se closed a $1,000 policy to a sales woman 





in an exclusive dress shop. This led 
toa policy for the head of the firm with 
a $2,000 premium. 

Women, she has found, are far more 
willing than men to recommend her and 
give her letters of introduction to other 
men and women, and they seem to be 
much more ready to do this for a woman 
agent than for a man. The confidence 
which she inspires in her clients is noth- 
ing short of amazing. One woman about 
to sail for South America on a cruise 
sold securities for $50,000 and turned 
the money over to Mrs. Joseph to invest 
as she thought fit. Another woman cli- 
ent was so pleased with her services 
that she made Mrs. Joseph executrix 
under her will and left $1,000 to Mrs. 
Joseph’s son. 















Uses Indirect Selling 


nie many other successful salesmen, 
de Joseph uses the indirect method of 
Me ing. When she is talking with peo- 
ple, the subject of insurance somhow 
ee up, although she manages so 
adroitly that it never appears that she 
's initiating it. The first thing the oros- 
_— knows, he, or usually she, is ask- 
= questions about some interesting 
i ase of the business about which Mrs. 
oseph has dropped a hint. ; 
oa making her selling talk, Mrs. Jo- 
tiie ane plans what she will say, but 
Doce h what the prospect’s circumstances 

which 2 age, and everything about her 
of ; might have a bearing on the type 

msurance she should buy. The result 

















Wife of Generai Agent 
Writes 3; Apps a Week 





MRS. LILLIAN L. JOSEPH 


of this extremely low pressure type of 
selling is that Mrs. Joseph’s clients and 
prospects view her as an adviser rather 





than. some one who is trying to sell 
them something. She is careful not, to 
overload her buyers with insurance be- 
yond their capacity to pay which makes 
them even more willing to trust her ad- 
vice when she does tell them to buy. 
Service is another thing Mrs. Joseph 
stresses. She gives this just as unstint- 
ingly to the buyer of a $1000 policy as 
to the largest client on her list. In fact, 
she is just as generous with the person 
who cannot buy at all. Many of her 
best leads have come from persons who 
had not yet bought from her. 


have become close 
friends. 

Seeing 15 to 18 people a day, Mrs. 
Joseph sets a heavy pace. Actually, this 
is far less irksome than it sounds be- 
cause she enjoys the work. On a 
typical day she went to a lecture on 
art, which took an hour, saw four new 
people, sold two cases, collected 17 
premiums. She collects all premiums 
personally as many of her policyholders 
do not have checking accounts. 


Lists Next Day’s Calls 


No addict to systems, Mrs. Joseph 
nevertheless always makes up her call 


list for the following day before going 


She takes | 
a keen personal interest in her clients, | 
‘many of whom 


calls for the next day. In other re- 
spects, she lets system take care of it- 
self. Information for the application she 
writes on whatever is handy. Probably 
the prize exhibit on this score was a blue 
dress tag on which she had scribbled 
the necessary information when insuring 
the proprietor of a dress shop. 

Mrs. Joseph has worked on quite a 
few joint cases, usually with other 
women agents. One of these women 
agents later married the first applicant 
to whom she took Mrs. Joseph to sell. 


Believes 


Big Cases Lucky 


Working mainly in the small policy 
‘field, Mrs. Joseph believes that her .oc- 
casional big cases are all a matter of 
luck. However, when these bigger cases 
| appear so consistently it seems that 
|more than luck is responsible for her 
| large production. Her business amount- 
, ed to $10,000 in premiums in 1936. This 
| was exclusive of annuities. Mrs. Joseph 
| has consistently won membership in the 
| President’s club and last year spoke at 
| the convention in Quebec. 


| At the annual meeting of the Agency 
| Association of the Louis F. Paret agency 
| of the Provident Mutual Life in Phila- 
delphia the following officers were 


to bed. No matter if she and her hus- | elected: R. S. Davison, president; E. O. 
band have arrived home at 5 a. m. after | Wolcott, vice-president; Alice E. Roche, 
a late dance, she makes up her list of | secretary, and J. H. Marvin, treasurer. 














THE FRANKLIN LIFE INSURANCE 


SPRINGFIELD, 


COMPANY 





ILLINOIS 


ANNUAL STATEMENT JANUARY 1, 1937 











ASSETS LIABILITIES 

8 ii aa eee ae S 961,796.52 ‘Taped Bente... . 2. 555ssccccces: $31,837,630.00 
Bonds ee 2 pee oie 

U.S., Direct or Guar- they mature. 

WT csc ence nn $2,308,906.16 Death Claims Due and Unpaid.... NONE 

Ee ee Pere 843,556.99 Claims Reported but Proofs not 

Municipal .......... 1,342,767.42 | SLING ei HD 111,267.38 

Public Utility ...... 2,127,147.23 lai . 2 

Railroad ........... 656,599.53 Reecemter Chine Sampertes... 27 S008 

Industtial ..... 6... 740,619.48 not reported, before December 31, 1936. 

Fed. Land Bank.... 76,186.89 8,095,783.70 Other Reserves and Special Funds 211,847.65 
First Mortgage Loans: ‘ ? , 

WN ae ae $6,251,004.21 Tr 

ee eee rT we as hlUlL.-:.mC,:tC‘Cs ~SCSC;C‘;<;T.ié;~ eve. : 
eer ee ee 7,051,964.13 | Reserve for Taxes Payable in 1937 160,733.45 
Real Estate (including Home Commissions, Medical and Other 

Office) eialaid ae Wels meee we ecelete eam 6,287,887.23 Expenses Due and Accrued..... 23,782.71 
PE er re eee 69,200.00 
Accrued Interest and a vests pony te Total Liabilities ............. $32,609,432.00 

i Deferred...... 1,015,753. ? 
a ao. oe Capital and Surplus ad netaqgeedees 1,225,480.52 
ee rere e. $33,834,912.52 SPE ee” $33,834,912.52 


INSURANCE IN FORCE $172,016,295 


° The Franklin has achieved a leader’s place in the ranks of the conservative 
legal reserve life companies which have distinguished themselves by 
giving the highest type of service to policyholders and beneficiaries. 
PAID TO POLICYHOLDERS AND BENEFICIARIES 
SINCE ORGANIZATION $65,181,960.00 


ORGANIZED 1884 





More Than Half a Century 
Of Service 























THE NATIONAL UNDERWRITER 


















NOTABLE INCREASES ARE BEING MADE 


(CONTINUED FROM PAGE 3) 





ernment bonds are now $267,668,754, 
municipal bonds $56,714,710, Canadian 
bonds $9,402,107, railroad and _ public 
utilities $417,596,990. Its assets increased 
$69,239,255. 

SECURITY MUTUAL, N. Y. 

The Security Mutual Life of Bing- 
hamton, N. Y., made a substantial in- 
crease in both assets and surplus during 
1936, President Russell predicts a ban- 
ner year fpr all life companies and ex- 
pressed the opinion that the federal 
social security act would tend to in- 
crease the sales of life insurance. There 
is an increase of nearly $1,000,000 in 
assets to $21,799,215. The amount of 
new business paid for was over $12,000,- 
000. 

The president’s report also calls at- 
tention to the problem of investing funds 
at prevailing low interest rates and pre- 
dicted that these low rates would prob- 
ably prevail for at least a year. Mr. 
Russell emphasized the fact that many 
legislatures are considering further in- 
creases in taxes on premiums and ex- 
pressed the hope that all policyholders 
would exert every influence possible 
with legislators to stop further inroads 
upon their premium payments. 


GREAT-WEST LIFE 


President Allan of the Great-West 
Life, in his annual report, shows that of 
the assets 47.7 percent are in bonds and 
debentures, 18.2 in city mortgages and 
properties, 14.9 in farm mortgages and 
properties, 17.4 in policy loans, 1.2 in 
cash, 

The new business amounted to $49,- 
706,207 and the amount in force is now 
$575,844,591. More than $1,000,000 was 
repaid in reduction of policy loans. 
There has been a notable decrease in 
demand for policy loans and surrenders. 
The company carries a contingency re- 
serve of $3,000,000 and its net surplus 
above capital of $1,000,000 is $2,438,935. 
Its assets are now $150,005,674. Its 
business in force is $575,844,591, total 
income $27,301,331, paid policyholders 
$15,147,510. Its balance over disburse- 
ments was $8,278,293. 


COLUMBUS MUTUAL LIFE 


The Columbus Mutual Life shows as- 
sets $27,238,633, of which $2,379,080 are 
federal bonds, $5,689,695 other public 
bonds, $9,128,565 mortgages, $4,430,653 
real estate, $3,913,053 policy loans, $819,- 
049 cash. Its capital is $500,000, invest- 
ment fluctuation fund $150,000, dividend 
surplus $293,600, net surplus $1,628,953, 
insurance in force $127,631,863. Total 
cash and bonds represent 32 percent of 


the assets. The mortgage loans are 33 
percent. _ It paid policyholders last year 
$2,266,000. Its income was $6,379,526, 


excess over disbursements $2,000,000. 


— 


WASHINGTON NATIONAL 


The Washington National of Chicago, 
shows assets $5,219,799. Of this amount 
11.14 is in cash, 22.76 federal securities, 
12.18 FHA mortgage loans, 19.31 other 
public bonds, 7.34 railroad, 5.73 public 
utility, 1.03 policy loans, 9.65 mortgages. 
Its capital is $1,000,000 and net surplus 
$1,101,169. Less than three-fifths of 1 
percent of the assets are invested in the 
obligations of any one corporation. Its 
assets increased $1,129,179, premiums 
$862,817, insurance in force $7,878,566. 
About 95 percent of its mortgages were 
made during the last two years on the 
basis of the low appraisals. 


— 


LINCOLN NATIONAL LIFE 


The Lincoln National Life shows as- 
sets $130,757,669 of which $2,585,505 is 
cash, $37,924,899 bonds and stocks. The 
company has $11,310,688 in U. S. and 
Canadian bonds, $4,299,286 in other pub- 
lic bonds, $7,494,051 in railroad, $9,708,- 
659 in public utility, $4,090,472 in pre- 


933,883 on farms. Its policy loans are 
$22,423,553. Its trusteed assets for the 
benefit of policyholders and companies 
it has reinsured are $12,036,252. Its 
real estate is $15,876,388. Its special re- 
serves amount to $2,913,927, capital $2,- 
500,000, net surplus $3,500,000, contin- 
gency reserve $1,082,274. Its insurance 
in force is $901,013,000, increase $21,- 
613,000. Its assets increased $9,249,000 
and surplus $306,000. Its lapse ratio has 
continued to improve. New paid for 
business was about $130,000,000. 


BUSINESS MEN’S ASSURANCE 


The Business Men’s Assurance 
creased its life insurance in force 
$3,529,947 to $104,973,517. The loss ra- 
tio under accident and health policies 
continued to improve last year. The 
ratio on a paid basis declined from 69 
percent in 1935 to 55.5 percent. There 
is an increase in accident and health pre- 
miums. The increase in assets was $1,- 
681,484. It paid policyholders last year 
$2,057,854. The average gross returns 
on all investments was 5.21 percent 
against 5.31 the preceding year, with a 
net yield of 3.97 compared with 4.02 per- 
cent. The contingency reserves in- 
creased by $57,900 to $210,000 and the 
net surplus, excluding capital by $81,675 
to $637,099. Speaking of the outlook for 
this year President W. T. Grant says: 





“The immediate problem confronting 
the management of life companies is 
that of finding suitable investments 
eligible under the rigid insurance laws 
and at the same time return a net yield 
equal to that guaranteed under policy 
reserves. There are evidences that we 
are approaching—if we have not actu- 
ally reached—the bottom as affecting in- 
terest returns. Our stockholders and 
policy owners alike should bear in mind 
the fact that lower interest rates mean 
decreased income in some form or other 
for more than 65,000,000 policyowners 
and beneficiaries; for more than 40,000,- 
000 savings bank depositors and for 
10,000,000 or more shareowners in sav- 


ings and loans associations. All told, 
more than 100,000,000 individuals are 
adversely affected as far as interest on 
savings is concerned, by any arbitrary 
or unnatural means of forcing down the 
— of accumulated savings or capi- 
tal.” 


PHILADELPHIA LIFE 


The Philadelphia Life new statement 
shows new business $5,001,281, increase 
22.8 percent. It increased its business 
in force $461,513. lts premium income 
was $1,511,642 and total income $2,290,- 
762. The excess of income was $280,- 
695. The assets are now $12,984,133, in- 
crease $369,574. The contingency re- 
serve was increased $75,000 and the net 
surplus $13,108. 


DOMINION LIFE 
The Dominion Life of Waterloo, 
Can., in its new annual statement, shows 
assets $33,758,945, increase $2,660,075; 
insurance in force $164,019,813, increase 


$8,740,784; new business $23,496,796; 
paid policyholders $2,960,511; income 
$7,772,710; excess over disbursements 
$3,134,192. 


— 


RESERVE LOAN LIFE 


The Reserve Loan Life of Indianap- 
olis shows a substantial improvement in 
every item. The assets were increased 
by $154,875 and $13,622 gain was shown 
in surplus. The insurance in force has 
been increased $1,138,268. The mortal- 
ity experience was 48.27 percent. The 
interest earnings on investments showed 
a favorable increase and a number of 
changes in the investment portfolio gives 
an excellent outlook for further gains 
in 1937. Particular interest is shown 
in the persistency record of business 
written the past few years, which stead- 
ily improved in 1936, as indicated by 
the increase in the renewal premium in- 
come. 


BANKERS LIFE, NEBRASKA 


This is the 50th anniversary year of 
the Bankers Life of Lincoln, Neb. It 
has more old line insurance in force in 
Nebraska than any other company. Its 





total insurance in force in all its field 





Provident L. & 


A. Promotions 





SAM E. MILES 


Sam E. Miles has been promoted to 
agency manager of the life department, 
Provident Life & Accident of Chatta- 
nooga. In the capacity of home office 
supervisor, he joined the Provident early 
in 1935, following many years of experi- 
ence in agency supervisory work for an- 
other large southern life company. He 
assumes his new duties at a time when 
the Provident has reached an all-time 
high of life insurance in force, now close 
to the $100,000,000 mark, with a 25 per- 





ferred stocks. Its mortgage loans are 


$25,263,830 on city properties and $3,-. 








cent gain for 1936 being over $19,400,- 





LLEWELLYN CHAPMAN 


000, officials assert in pointing out prog- 
ress made during the year. 

In his former capacity as home office 
supervisor, Mr. Miles had a large share 
in the development of life agency terri- 
tory where much of the gains were 
registered, it is pointed out. 

Promotion of Llewellyn Chapman, for- 
mer agency secretary, is likewise an- 
nounced. Mr. Chapman, a native of 
Chattanooga and a member of one of 
its oldest families, is widely known, and 
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is $124,314,142. Its new business in 1935 J with 
was $13,697,152. It paid policyholders Hi was 4 
$4,100,767. Its assets are $41,184,465 441 4 
capital $500,000 and net surplus $3,579. JR 173,04 
699. It puts up a contingency resery [ morté 
for participating business written sinc. estate 
Jan. 1, 1915, amounting to $1,789,565, Its office 
dividend reserve is $6,069,800. The mor. 
tality ratio was 40.05. The Percentage 
of lapse and surrender to mean _insy. b 
ance was 6.99. Since 1887 it has paid Su 
over $51,400,000 on policies that it has [ee °°" 
issued. S. Wilson, the president Mutu 
is the son of the founder of the com. je 245 
pany. The Bankers Life writes bot, |e °C". 
participating and non-participating. eo 

ee 000,00 
FIDELITY MUTUAL 

The Fidelity Mutual Life assets are 
$112,438,000, increase $5,791,000. The The 
insurance in force is $358,464,000, gain BR crease 
$1,744,000. The general surplus is $7. I [ysur: 
427,000. Its new business was $27,081, 000,00 
000. The new business the last six close 
months of the year showed an increase 1936 
of 18 percent over the similar period 3 shan 
year ago. It paid $10,673,000 to policy. BP at the 
holders. The mortality ratio was 585 $10,70 
percent. ing ai 
aa and h 
PACIFIC NATIONAL LIFE comp: 
The Pacific National Life of Sal — tiger 
Lake shows assets $1,562,972, of which [me 2¢van 
32.4 percent are in mortgage loans, 31 paid 

real estate, 6.4 policy loans, 36.6 bonds, 

10.5 cash. Its capital is $658,750 and 
net surplus $211,353. The average pre. The 
mium was $29.64 and the mortality was & 1936 
47.4 percent and lapse ratio was 125 & = ite 
percent. Insurance in force is $10,772. © vale 
080, increase 34.79. The assets increased excess 
9.55 percent. The average size policy HP The j 
was $1,627. plied 
Ea city r 
PILOT LIFE B ses 
The Pilot Life of Greensboro, N. C, & the ne 
shows insurance in force $115,851,076, J 427 P 
gain $10,362,234 or 10 percent. The as in 1% 
sets are $16,447,406, gain $1,209,765. The [B |edger 
surplus and contingency reserve were B Was 4 
substantially increased. Of over $6,000- Be cent 1 
000 in mortgage loans only $28,000 were B 815 t 
in process of foreclosure. Julian Price, B ‘¢Port 
president of the Jefferson Standard Life, J usine 
presided over the stockholders’ meeting, Be *Ccou! 
he being a director of the Pilot. The still i 
company has paid policyholders since or- J In thi 
ganization $24,743,391. It now has 156- 4 = 


411 policyholders. 
















ATLANTIC LIFE 


The Atlantic Life reports that for the 
second consecutive year since the de- 
pression insurance in force has shown 
an increase. The gain in 1936 was $1, 
677,234 compared with $1,510,242 the 
preceding year. Total insurance is 
$135,882,354. Assets are $26,843,951, in 
crease $1,141,574. Substantial gains 
were registered in the holdings of high 
grade bonds which amount to $6,918; 
484 and constitute 25.77 per cent of as- 
sets. The bond account increased by 
$1,503,483. Their market value exceeds 
by $349,933 the value at which they 
are carried in the statement. An indica- 
tion of the improvement in the real 
estate market in 1936 is recorded in the 
gain in real estate sold under contract 
of sale, this account having increase 
from $747,904 at the end of 1935 to 
$1,411,319 Dec. 31, 1936, a gain of $663, 
415. The mortgage loans showed af 
increase. Paid business for January 
showed an increase of 81 percent over 
last year. The offer recently submitted 
by the Bankers National Investing Cot 
poration of Wilmington, Del., to pu [| 
chase the stock of Atlantic has resulted | 
in the acquisition of approximately % 
percent of the outstanding stock. 


OREGON MUTUAL LIFE 


_The Oregon Mutual Life assets are | 
$15,205,430, increase $1,172,361. Its m™ © 





surance in force is $55,825,114, increas¢ || ae 
$3,087,653. Its new business was $7; © interm 


693,503, increase 21 percent. Its surplus 
increased $1,085,238. The present divr 
dend scale will be continued as will the 


348,35 
bonds 
$16,01 









has been with the Provident since 1925. 





interest rate of 4 percent on funds left 
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in 1935 with the company. Its mortality ratio 
holders J was 41 percent and net interest earnings 
184,465, MM 441 percent. It paid policyholders $1,- 
$3,572. Je 173,099. It has bonds $8,746,581. Its 
reserye mortgage loans are $2,224,395. Its real 
N since estate item is $204,500 including home 
65. Its office building valued at $125,000. 

1 mor- =e 

centage YEOMEN MUTUAL LIFE 

insur. Substantial gains both in assets and 
1S paid reserves are announced by the Yeomen 
it has Mutual Life. The assets are $25,591,111 


siden, and surplus of $1,382,405. Over 60 per- 

cent of the assets are in cash, U. S. 

government and municipal bonds. Two 

- percent are in mortgage loans, and $5,- 
' 900,000 in policy loans. 


ts are OCCIDENTAL LIFE, CAL. 

The The Occidental Life of California in- 
), gain MR creased 35.75 percent in new insurance. 
1s $7, Insurance in force increased over $82,- 
7,081, HE 090,000, gaining from $210,477,386 at the 
St six close of 1935 to $292,768,483 on Dec. 31, 
crease HM 1936. Policyholders now number more 
riod a than 169,000 as compared with 104,000 
Dolicy- HF at the beginning of 1936. Assets gained 
S 585 HF $10,704,281 during the year, now stand- 

ing at $37,371,107. Despite acquisitions 
' and heavy writing of new business, the 
' company increased its surplus and con- 

Salt tingent funds. Policyholders’ surplus 
which advanced to $3,082,678.21, of which fully 
1s, 31 paid capital of $1,000,000 is unchanged. 
bonds, — 

0 and GENERAL AMERICAN LIFE 
fe sl The General American Life report for 
Y was H 1936 shows a substantial improvement 
3 125 ' in its bond portfolio, the actual market 
) 772, ' value of bonds held being $2,500,000 in 
‘eased ME excess of the book value of $27,169,868. 
policy HF The improved and efficient methods ap- 
' plied in operating the farm lands and 
city real estate in the last few years is 
' also reflected in the operations for 1936, 
Y. C, [& the net earnings from that source being 
1,076, [427 percent compared with 0.47 percent 
eas in 1935. The average net yield on all 
The | ledger assets (including cash balances) 
were | Was 4.6 percent compared with 3.71 per- 
,000- | cent in 1935. The company paid $9,598,- 
were & 815 to policyholders. President Head 
Price, |B ‘eports that 92.3 percent of the ordinary 
Life, business in the old Missouri State Life 
sting, |B 2ccount at the beginning of 1936 was 

The | still in effect at the close of the year. 
¢ or | inthis connection he commented: “This 
156- |B ‘demonstrates the appreciation of our re- 

' insured policyholders of the advantage 
' of continuing their insurance in force, so 
» as to participate in further lien reduc- 
| tions and in the benefits which will sub- 
r the - sequently accrue from policyholder own- 
de ership of the company.” 
iown B It has $123,046,148 assets, including 
$1; $34,075,175 in cash and bonds, $14,952,153 
the BF mortgages, $19,765,474.99 in real estate, 
. is — including the home office building, 
in 5,123,124 in stocks. There is $1,065,016 
ains F Policyholders’ dividend reserve, $1,657,- 
high B 625 contingency reserve under Missouri 
118 E State Life purchase agreement, $500,000 
as | CaPital and guaranty fund, and $1,915,745 
by free surplus. 
eeds yi 
y NATIONAL LIFE & ACCIDENT 


- _The National Life & Accident of 
a Nashville has assets $48,145,581, increase 
| %5,374,052, contingent reserve $1,763,860, 
» Teserve for epidemics $1,000,000, invest- 
' Ment fluctuation reserve $900,000, capi- 
| tal and surplus $6,748,063, increase 
$315,507. Its life insurance in force is 
$536,728,355, increase $80,734,482. It 
paid policyholders last year $6,345,458. 
t has in its assets bonds $25,044,585, 
Teal estate loans $11,335,696, cash $2,- 
233,965, real estate $4,369,960 including 


$1,192,934 home office licy loans $2,- 
629,593, , policy loans $2, 














NATIONAL LIFE, VERMONT 


, The National Life of Vermont has 
y — of $75,505,215 and of this amount 
a i $51,000 are in default. It does not 
Mis =r railroad bonds. It has invested 
sone, in federal bonds, they being $23,- 
ane <P sepin and $5,920,543, federal 
Pps e late credit bank debentures $3,- 
7 i; » industrial and miscellaneous 
nds $3,228,956, other public bonds 














Canada $2,247,566, foreign governments, 
$627,325. In recent times it is drawn 
quite strongly toward municipals. Pub- 
lic utility and other preferred stocks are 
$5,768,321, city mortgages $36,567,874, 
farm $12,739,093, policy loans $29,135,- 
169, real estate $19,419,272, cash $3,026,- 
041, making assets $187,774,530. The 
dividend surplus is $3,609,380, contin- 
gency reserve $2,000,000 and net surplus 
$9,166,249. Its assets increased $8,766,- 
706 and its new business increased 19.87 
percent. The insurance in force in- 
creased $9,756,490. The mortality was 
5.99 percent. The net interest earned 
on mean invested assets was 3.83 percent 
as against 3.53 percent a year ago. The 
favorable increase in net interest rate 
earned was due to three causes: First, 
a reduction of the abnormal cash bal- 
ance of $13,338,185 to $3,026,041 through 
investment. Second, an increase in 
earnings on real estate, and third, a large 
investment in residence first mortgages 
insured by the FHA. Results of the 
year’s operations permit a continuance 
of the dividend scale. 

E. S. Brigham, the new president, has 
had much to do with shaping the finan- 
cial policy in recent years. F. A. How- 
land who becomes chairman of the 
board will continue to be a big factor 
in the management, he being chairman of 
the executive committee. The National 
Life is operated largely on the commit- 





tee plan instead of the 
method. 


— 


OHIO NATIONAL LIFE 


The Ohio National Life assets are 
$41,204,058, of which 1.23 percent is 
cash, 37.58 bonds, 26.72 mortgages, 19.4 
policy loans, 12.31 real estate including 
home office. Its capital is $828,580; it 
has a special reserve for fluctuation and 
other contingencies of $750,284. The 
unassigned surplus is $1,000,000. The 
insurance in force is $177,168,991. It 
paid policyholders last year $3,100,031. 


Investigate Receivership Action 


ST. LOUIS, Feb. 11.—The state ad- 
visory bar committee and the committee 
of the eighth (St. Louis) judicial circuit 
have opened an investigation into the 
activities of attorneys in connection with 
receivership suits and other legal actions 
against Missouri insurance companies. 
Ed Mays, president of the old Conti- 
nental Life of Missouri, was the first wit- 
ness. Further hearings will be held in 
St. Louis and perhaps Kansas City in 
the near future. 

There has been considerable criticism 
concerning some of the litigation 
launched against the old Missouri State 
Life and other Missouri companies. The 
prolonged hearing involving the com- 








individual | paratively small Missouri National Life 


has also been the subject of adverse 
criticism of the legal profession. 


Discuss Commissioners’ Program 

PHILADELPHIA, February 11.— 
Leading insurance men and company 
officials of Philadelphia will meet this 
week with Commissioner O. B. Hunt 
at a dinner to discuss and arrange an 
entertainment program for the annual 
convention of the National Association 
of Insurance Commissioners which will 
be held in Philadelphia the latter part 
of June. 

Insurance men are joining with Mr. 
Hunt and doing everything possible to 
have the program an outstanding one. 


A. L. C. Executives Meet 


The.executive committee of the Ameri- 
can Life Convention held an all-day ses- 
sion in Chicago this week, T. A. Phil- 
lips, president of the A. L. C., who is 
president of the Minnesota Mutual Life, 
St. Paul, being in attendance. Only 
two members of the committee were 
absent, and other company officials 
sat in the meeting, Col. C. B. Robbins, 
manager and general counsel, also par- 
ticipating. A number of important mat- 
ters were discussed. 





—__FACTS and FIGURES 
THAT SPEAK concerning, INDIANAPOLIS LIFE 


INSURANCE COMPANY, A _ Legal Reserve, strictly Mutual 
Company, organized in 1905. 


1936 A GOOD YEAR 


INSURANCE IN FORCE 
Increased in 1936 
Making total Insurance in force (paid basis) 

ASSETS INCREASED 
*Making total Assets 

MORTALITY CONTINUED VERY FAVORABLE, only 
43.3% of the expected. 

TOTAL INCOME IN 1936 








$ 5,010,871.00 
100,767,129.00 

| 446,831.59 
18,649,487.22 


4,327,811.46 








peer 2,776,626.68 
SURPLUS INCREASED TO LARGEST AMOUNT IN 
COMPANY'S HISTORY. 
TOTAL SURPLUS, December 31, 1936.............. 1 ,228,580.25 
*This includes amortized value of all bonds. Market value of total bond account, Dec. 31, 1936, was 
$193,000 in excess of value at which they are carried in statement. 
AN OUTSTANDING SEVEN YEAR RECORD 
Summary of Gains Made From 1929 to 1937 
ASSETS INCREASED ........ 78.4°% SURPLUS INCREASE........ 89.8%, 
Assets, December 31, 1929 $10,455,621.25 Surplus, December 31, 1929 $ 647,030.55 
Assets, December 31, 1936 18,649,487.22 Surplus, December 31, 1936 1,228,580.25 
Increase 8,193,865.97 Increase 581,549.70 








EDWARD B. RAUB 


President 

















$16,010,460, public utility $20,729,731, 








In addition to these gains, the Company paid $11,314,144.58 to Policyholders and Beneficiaries during these years. 


AGENCY OPPORTUNITIES 


In parts of Indiana, Illinois, Ohio, Texas, lowa, Michigan, Minnesota, California, 


North Carolina, Florida 


| INDIANAPOLIS LIFE —__| 
INSURANCE COMPANY 


INDIANAPOLIS, INDIANA 





A. H. KAHLER 
Supt. of Agents 
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Eprrorr1at Comment 








Example of Fiduciary Responsibility 


As a good example of trusteeship of 
management to policyholders in life insur- 
ance, we commend the report of President 
G. W. Attan of the Great West LIFE 
as revealng a. high sense of fidelity in 
stewardship. Back of every financial 
statement stands the management. That 
may be rather intangible, in a way, but 
so far as we are concerned what the 
management thinks of life insurance and 
its attitude toward its own company is 
most important. President ALLAN said 
in that connection: 

“The directors and management are 
fully seized of their responsibility as 
stewards and trustees of the policy- 
holders. Life insurance is the first line 
of defense against financial adversity, 
and in many cases represents the only 
savings of a lifetime. 

“There are approximately 100,000,000 
people on this continent protected, 
either as policyholders or as_ benefi- 
ciaries, by life insurance and the vast 
majority of them are people of modest 
means. They belong chiefly to the 
smaller income group. It should not 
be overlooked that the principal finan- 
cial service performed by life insurance 
companies is the collection, investment, 
conservation, and redistribuition of the 
funds entrusted to them in_ small 


amounts by thousands of individual 
policyholders, and we thus see life in- 
surance as a vast cooperative enter- 
prise. 

“The millions of assets shown in the 
balance sheets of life companies do not 
belong to the companies; they belong 
almost entirely to the policyholders and 
dependents of deceased policyholders— 
mostly widows and children—who have 
either a vested or a contingent equity 
in these funds. The average equity of 
each policyholder is not more than six 
hundred dollars. 

“The title to the securities represent- 
ing the assets is in the name of the 
company for convenience in carrying 
out the purposes for which the depos- 
its have been made by policyholders. 
Those purposes are: first, the assurance 
of security; and second, to earn a re- 
turn upon the investment as high as is 
compatible with complete security. 

“In every attempt to resist what it 
deems to be encroachments upon the 
rights of its policyholders; in every ef- 
fort to collect money that is due it; in 
every investment that it makes, and in 
all its day-to-day transactions, the in- 
terests of its policyholders are upper- 
most in the minds of life insurance 
management.” 


A Realistic Approach 


THe ProvipENT Mutvuat Lire’s plan, as 
recentl: announced by its new agency vice- 
president, Wittarp K. WIsE, of getting 
as many agents as possible to produce 
at least $100,000 this year is a realistic 
approach to the ever-present problem of 
seeing that enough agents make enough 
money to live on. It faces the fact, fre- 
quently glossed over in the insurance 
business, that there are many life insur- 
ance agents who do not write $100,000 
a year and that if a man does not write 
at least this amount it is going to be 
difficult to keep him in the business for 
very long. 

Though $100,000 may seem like a dis- 
couragingly low mark to shoot at, never- 
theless it is obvious that the marginal 
agent must write $100,000 before he can 

’ be expected to get very excited about 
producing $150,000 or $200,000 a year. 
The most serious problem right now is 


getting the men below the $100,000 rank 
over that hurdle, considerably more im- 
portant than getting the next upper 
stratum into the $150,000 to $200,000 
class. 

By concentrating on getting the great- 
est possible number of agents over the 
$100,000 mark, a considerable amount of 
light should be thrown on the qualifica- 
tions of these marginal agents. Un- 
doubtedly all it needs is the right kind 
of motivation to get quite a few of them 
to producing at least that much a year. 
It should also make it clear beyond any 
doubt that those who cannot make the 
grade, when it is no steeper than $100,- 
000 a year, are entirely unfitted for the 
business of selling life insurance and 
only handicapping themselves and wast- 
ing the time of their general agents and 
associates by attempting to continue 
in it. 


Family Protection, Too 


So much has been said about the social 
security act as a stimulant to buying old 
age retirement policies that its equal value 
in motivating the purchase of family pro- 
tection insurance, mentioned recently by 


President M. A. Linton of the Proviwent 
Murua Lire, was in danger of being 
overlooked. The monthly income prin- 
ciple is being constantly promoted by 
the government’s social security activi- 


ties. Little is said about the cash value. 
When a lump sum is mentioned it is 
considered as the commuted value of 
monthly payments, instead of the pay- 
ments being the result of a certain 
amount of capital. As Mr. LiInTon 
pointed out, this monthly income con- 
sciousness, spread out among the pros- 
pective buyers of life insurance, should 
be an excellent tool in the hands of life 
insurance agents, for comparatively 
few men have enough life insurance to 
produce very much of a monthly in- 
come. 

The social security act suggests another 
angle for the sale of life insurance, along 
the lines suggested to New York City 
agents recently by Vice-president MAL- 
corm ApAM of the PENN Mutuat LIFE. 
Mr. Apam’s principle for prospecting is 


to seek those who have a vested inter. 
est living which they should protect 
with life insurance, for example, a judge 
with a life tenure position, who has only 
to live (and of course behave himself) 
to receive a fairly large aggregate ip. 
come. 

Under the social security act, every 
employe or executive under it has 4 
vested interest in living to age 65 and 
beyond to receive the income for which 
he and his employer have paid. True, 
a death benefit is paid equivalent to the 
reserve fund built up but it is not life 
insurance. Everyone covered by the 
act needs life insurance to assure his 
family that even if the breadwinner does 
not live to 65 and beyond to enjoy his 
pension his family will be taken care 
of just the same. 








PERSONAL SIDE OF BUSINESS 





In connection with its golden jubilee 
celebration, the Provident Life & Acci- 
dent held a contest in which all coins 
made in 1887, year of the company’s 
organization, were solicited. In all, 335 
coins were received from 190 people. 
There was one $5 gold piece. These 
coins were arranged in an attractive ex- 
hibit which is being displayed in the 
banks of Chattanooga. A prize of $18.87 
was awarded E. R. Lawless, Chatta- 
nooga, for turning in the best preserved 
coin—a dime. 


M. M. Thompson of Cedar Rapids, 
Ia., working under M. L. Seltzer, Iowa 
general agent in Des Moines, led the 
field force of the Aetna Life in amount 
of accident premiums written in 1936. 
He has been near the top of the list for 
several years. 


H. S. Stout, general agent of the John 
Hancock at Dayton, O., and an out- 
standing personal producer, is the proud 
possessor of a cancellation which is the 


envy of stamp  collectors—the only 
known Sigma Chi cancellation, which 
was used in Greencastle, Ind. about 


1871. Mr. Stout, who is an enthusiastic 
Sigma Chi himself, has been executive 
secretary of the alumni association of 
Mu Chapter at Denison University since 
its incorporation 16 years ago, and for 
the past five years has annually awarded 
a Sigma Chi life membership to a Mu 
sophomore who has proved to be the 
outstanding freshman of the previous 
year. 


W. B. Stark, general agent Home 
Life, Syracuse, N. Y., who is president 
of the General Agents Association of 
that company, has been visiting Home 
Life general agents in the larger metro- 
politan centers to further their interest 
in the campaign in honor of the comple- 
tion of 10 years of service by President 
James A. Fulton. 


Flamen Ball of Cleveland, who has 
retired as supervisor of the great mid- 
dle department of the New York Life, 
was with the company 42 years. He en- 
tered its service as an agent at Cleve- 
land in 1894. Later he was appointed 
branch office clerk in Chicago, then be- 
came cashier at Toledo. In December, 
1900, he was made agency director at 


Toledo and later was transferred to 
serve in a similar capacity at the West- 
ern Reserve branch in Cleveland. Then 
he was transferred to the Cuyahoga 
branch, which later became the Cleve- 
land branch. In January, 1923, he was 
appointed supervisor, remaining in active 
charge of the Cleveland branch and as- 
suming general supervision of the Eu 
clid office. 


The condition of C. N. Clarke, New 
York Life, president Syracuse (N. Y,) 
Life Underwriters Association, who re- 
cently underwent a very serious opera- 
tion, is reported by his physicians to be 
satisfactory. He is expected to leave 
the hospital within a few days, but prob- 
ably will not be able to get actively back 
into the harness for some time. 


E. E. Cammack, vice-president and 
actuary of the Aetna Life, has been 
elected a director of the Standard Fire 
of Hartford, one of the Aetna Life 
group. 


Recently when Grant Taggart, Cow- 
ley, Wyo., leading producer California- 
Western States Life and chairman Mil- 
lion Dollar Round Table, visited south- 
ern California he stopped over at San 
Diego. While in the border town he 
was royally entertained and was pre- 
sented with a deputy sheriff’s gold 
badge by the sheriff of San Diego 
county. 


W. B. Harding, 1 Penn Mutual Life, 
Texarkana, Ark., narrowly _ escaped 
death when his automobile crashed into 
a bridge abutment and caught fire. He 
received a deep scalp wound, fractured 
left knee cap, gashed left leg and pos- 
sible internal meee. 


A. M. Embry, mr of the Kansas City 
agency of the Equitable of New York. 
and Mrs. Embry are spending the next 
five weeks in Hot Springs, Ark. During 
Mr. E mbry’ s absence, the agency is con- 


ducting its annual five-week campaign | 


in honor of his mania. 


J. W. Dowling, general agent at Utica, 
N. Y., of the John Hancock Mutual Life. 
was honored at a recent dinner dance in 
commemoration of his 37 years with the 
company. 


| 
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biggest year with $2,000,000 volume. 
Robert Pelham, superintendent of agen- 
cies, and Edwin Winslow, field super- 
yisor, represented the home office. An- 
thony Peters, assistant manager at Utica, 
acted as general chairman. 


— 


Miss Marjorie E. Pearson, daughter of 
Sam C. Pearson, general agent for the 
Northwestern Mutual, and Charles W. 
Scott, son of Charles L. Scott, general 
agent for the Massachusetts Mutual, 
were married in Kansas City. Young 
Scott has been associated with his 
father’s general agency for two years. 


— 


Charles E. Townsend, 71, who re- 
signed last year as general agent of the 
Equitable Life of New York in Boston 
after 40 years’ service, died at his home 


in Brookline. For many years he was 
one of the outstanding life general agents 
in Boston and had served as president 
of the Boston Life Underwriters Asso- 
ciation. 


R, M. Malpas, well known life insur- 
ance man, who spends the summer at 
his home near Lebanon, Ind., has gone 
to his Los Angeles place at 1360 North 
Crescent Heights. He keeps in close 
touch with the insurance people. 


Frank W. Smith, general agent of the 
Reliance Life at Fresno, Cal., for 25 
years, died as the result of an attack of 
“flu.’ Although 70 years of age at the 
time of his death, Mr. Smith was still 
active in the life insurance business and 
had just completed 52 weeks of consecu- 
tive production. 











NEWS OF THE COMPANIES 





Sun Life Shows Big Gains 





Dividends to Policyholders to Be In- 
Creased—Canadian and U. S. Man- 
agers Are at Home Office 





MONTREAL, Feb. 11.—The 1936 
financial statement of the Sun Life, 
awaited with unusual interest this year, 
was released by President Arthur B. 
Wood who presided at the 66th annual 
meeting. This was attended by general 
agents and managers from Canada and 
the United States who are remaining in 
Montreal for the balance of the week 
in managerial conference. Announce- 
ment was made that in 1937 dividends 
to policyholders are to be increased. | 

The statement shows an increase in 


, assets during the year of over $70,000,- 


000, which now exceed $777,000,000. 
Assets have increased by over $209,- 
000,000 since 1929. Insurance in force 
shows an increase over 1935 while new 
business was over $219,000,000. 

The securities are carried at book 
values which in the aggregate are lower 
than market values. The amount of gov- 
ernment and other bonds is over $310,- 
000,000, an increase of more than $90,- 
000,000 since 1935. Investment income 
shows a substantial increase and profits 
from redemption or sale of ledger as- 
sets during the year exceeded $10,000,- 
000. Total income was over $164,000,000. 
Excess of income over disbursements 
was more than $60,000,000. The average 
rate of interest earned shows an in- 
crease. 

Special contingency reserves and sur- 
plus total over $37,000,000. 

A dividend to stockholders of $3.75 
was voted. This is the first such divi- 
dend since July 1, 1932. 

The 90 managers of Canadian and 
United States divisions on hand were 
entertained at a company dinner after 
the annual meeting and addressed by 
President Wood. 

This is the first time that all district 
managers have ever assembled at the 
home office together. In some past years 
there had been conferences between 
Managers of various districts. 

Morning meetings were for Canadian 
divisions only but all joined for lunch- 
cons and afternoon sessions. Interest- 
ing papers were presented by various de- 
partment heads and discussions followed 
al addresses. C. E. Reid, in charge of 
sales promotion, issued a review of 1936 
results and discussed “Old Organization 
Problems.” George W. Bourke, actu- 
ary, read a paper on “Actuarial Topics.” 

Other papers were by J. B. Mabon, 
chief underwriter, on “New Agents— 
Recruiting, Financing and Develop- 
ment;” George H. Harris of the agency 
department on “Sales Angles of the An- 
nual Statement” and W. S. Penny, di- 


rector of agencies, on “Some Agency 
Fundamentals.” 





C. W. Timberlak i 

W. A sn rlake, formerly with the 
. & general agency, St. Paul, has 

been appointed manager oF the life in- 


s 
urance department of Joyce Insurance. 


Comments on Year’s Results 


President Arthur Hall of the Lincoln 
National Makes Observations on 
Some High Lights 





At the annual meeting of the Lincoln 
National Life, President Hall reviewed 
its organization and administration, sales 
plans, and investment procedure. He 
called special attention to the increased 
interest earnings on investments during 
1936. The net return of interest earned 
increased .4 of 1 percent for the year. 
The mortality was favorable, and home 
office expenses were less than in 1935, 
he said. 

Referring to surplus, Mr. Hall said: 
“The Lincoln National Life has always 
maintained a rather large surplus. We 
are pleased to report that in the year 
1936, $305,000 was added to our contin- 
gency reserve, which is the surplus ac- 
count. It is the objective of the man- 
agement to make further additions to 
surplus from year to year so that it will 
be available to protect the policyowners 
and stockholders against the contin- 
gency of unfavorable mortality and in- 
vestment fluctuations. The new revenue 
act specifically exempts undistributed 
surplus of a life company from taxa- 
tion.” 


Expense Trend Improves 


On expenses, Mr. Hall said: “There 
was a decidedly favorable trend in ex- 
penses in 1936. Home office expenses 
were less than in 1935.” 

Mr. Hall commented on the new social 
security act as follows: “Many feared 
that the operation of the social security 
act would hurt the insurance companies. 
The same fear existed when our govern- 
ment instituted war risk insurance some 
years ago. This, however, was a great 
boom to life insurance as it made every- 
one insurance minded. Life insurance 
men feel that the social security act will 
have the same effect. This fact, coupled 
with greater prosperity, should result in 
at least a mild boom in the life insurance 
business.” 





Converted to Stock Company 


Conversion of the Pan-National In- 
surance Association, formerly operating 
as a fraternal, into the Pan-National Life 
of Oklahoma City, a stock company, 
has been completed. The new organ- 
ization is capitalized at $50,000, with 
$10,000 paid, and the remaining $40,000 
subscribed. Officers of the new com- 
pany have not been announced. J. G. 
Justice was president previous to reor- 
ganization; M. Gilchrist, secretary- 
treasurer, and J. I. Gibson, director and 
general counsel. 





Buys Texas Company 


L. H. Houghton, secretary, announces 
the purchase by the National Aid Life 
of Oklahoma City of the Williamson 
County Mutual of Georgetown, Tex., 
which has $4,500,000 business in force. 
This is the 48th Texas company ab- 





sorbed by the National Aid. Lloyd Judd, 
vice-president of the National Aid, has 
gone to Georgetown to assume the presi- 
dency; B. C. Carter of Austin, Tex., is 
vice-president and E. Morgan, formerly 
of Oklahoma City, secretary. 





Elected to New England Board 


T. J. Coolidge has been elected to the 
board of the New England Mutual. He 
succeeds the late Gordon Abbott. Mr. 
Coolidge, who is chairman of the Old 
Colony Trust Company of Boston, was 
undersecretary of the United States 
Treasury, 1934-1936. 





Over 400,000 Prudential Claims 


In 1936 the Prudential paid over 
400,000 death claims and endowments 
totaling more than $176,000,000. On or- 
dinary policies, policyholders received 
more than_$107,000,000, and more than 
$69,000,000 on industrial policies. The 
company is remitting income checks to 

















Tells Remarkable Record 
of Canadian Companies 





President G. W. Allan of the 
Great-West Life of Winnipeg in 
his annual report calls attention 
to the fact that in spite of depres- 
sions, wars and epidemics no Ca- 
nadian life company has ever 
failed to pay its obligations to its 
policyholders in full. That is a 
remarkable record perhaps not 
found in any other business. 








beneficiaries of ordinary policies for a 
total of $363,571 per month. Exactly 
16,286 of these 12 months’ claims, 
amounting to $6,596,031 were on poli- 
cies less than one year in force. Since 
the company started business some 62 
years ago it has paid more than 7,000,- 
000 death claims. 











Wh, 
YEARS ARE SWIFT 


“They are children now,” this 


alert salesman remindsthe 


young father of these romping 


tots, “but they will be man and 


woman some day.” 


And by explaining Prudential Ed- 


ucational Endowment policies, he 


shows this doting dad how he can 


guarantee proper training of his 


boy and girl. 





Che Prudential 


Iusurance Company of America 
EDWARD D DUFFIELD, President 
Home Office 


- Newark, New Jersey 
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Home Office: RICHMOND 
BRADFORD H. WALKER, President 


America’s returning prosperity is gratifyingly at- 
tested by this Company's operations in 1936. The 
66th annual accounting of our stewardship reveals 
increases all along the line, particularly in those 
departments that have so consistently reflected the 
Company's unusual stability. Here are the high- 


Assets 
$88,905,771.96 
(Increase over 1935: $5,763,454.46) 


Capital, Surplus, and Special Contingency Reserves 


$15,945,390.20 
(Increase over 1935: $488,270.48) 


Insurance in Force 
$440,095,757.00 
(Increase over 1935: $23,158,155.00) 


Total Payments under Policy Contracts 


Since Organization 
$109,654,385.43 



























Central Life Ins. Co. of Tlinois 


Alfred MacArthur, President 
720 North Michigan Avenue . . .. . cue et 


Chicago 





AMONG COMPANY MEN 





Is Going to the Home Office 


W. H. Gaither Becomes Field Service 
Manager at the Mutual Benefit 
Life Headquarters 








W. H. Gaither, formerly district 
agent of the Mutual Benefit Life at 
Elizabeth City, N. C., has been made a 
member of the agency department 
staff. He will be associated with F. D. 





WILLIAM H. GAITHER 


Haselton and C. J. Travis in field serv- 
ice and sales development work. 

Since his entrance into life insurance 
in 1930, Mr. Gaither has represented the 
Mutual Benefit, first as agent and later 
as district agent at Elizabeth City. Spe- 
cializing in programming and business 
insurance sales, he has established a 
substantial record both as a producer 
and as district agent. He attended the 
Life Insurance Sales Research Bureau’s 
School of Agency Management at Chi- 
cago in 1936. 

Born in 1902 in Hertford, N. C., Mr. 
Gaither was educated in Hertford pub- 
lic schools, spent a year in Porter Mili- 
tary Academy and in 1923 received his 

B. from the University of North 
Carolina. Following graduation he en- 
tered the retail automobile and automo- 
bile finance business. 


Dudley Bates Is Now Doing 
Double Duty in Far West 


Dudley S. Bates, who became super- 
visor of the New York Life central de- 
partment, has ibeen agency director. He 
continues in personal charge of the San 
Francisco Clearing House in addition to 
his general supervisory duties compris- 
ing Fresno, Golden Gate, Intermountain, 
Oakland, Sacramento, San Francisco | 
Clearing House and Stockton offices. He 
started with the New York Life as a 
clerk in San Francisco in November, 
1914. Later he was appointed cashier 
at Fresno and on Jan. 1, 1923, he be- 
came agency director there. He was 
transferred to the Golden Gate branch 
in San Francisco as agency director in 
January, 1932, remaining there until 
August of that year, when he was put 
in charge of the Pacific branch, later 
named the San Francisco Clearing 
House. 


Takes Life Department 


R. S. McKnight, who becomes super- 
intendent of the life department of the 
Federal Life & Casualty of Detroit, after 
graduating from college entered the 
banking field, becoming cashier and then 
vice-president of a large bank in one of 








— 


ing and entered life insurance, being 
appointed general agent for three south 
central states. Then he became soyth. 
ern state supervisor for another com. 
pany. Before going with the Federa| 
Life & Casualty he was state manager 
of the Life of Virginia, holding that po. 
sition for five years in Alabama. 





Union Central Changes 


L. D. Gatch, Cincinnati attorney, 
was elected a new director of the Union 
Central. J. C. Hatfield, formerly as. 
sistant vice-president, was elected vice- 
president. J. G. Quick was advanced 
from assistant comptroller to comp- 
troller, succeeding the late H. ¢ 
Thompson. Charles Helle, supervisor of 
applications, was named assistant secre- 
tary; H. J. Shaffer and H. P. Winter, 
former district supervisors in the agency 
department, were advanced to assistant 
superintendents of agencies. Carl De- 
Buck, New York accountant, was named 
assistant comptroller, and V. D. Parish, 
associate counsel. J. R. Schindel, a di- 
rector, was elected to the executive 
committee. 





Business Men’s Changes 


S. T. Gilmore, who has been general 
counsel of the Business Men’s Assu- 
ance, is made vice-president and general 
counsel. A. I. Beach, attorney, is elected 
general attorney. N. T. Veatch, Jr, of 
Black & Veatch, consulting engineers at 
Kansas City, Mo., was elected a direc- 
tor. J. P. Baldwin, manager of the San 
Francisco branch office, is elected vice- 
president. He has been with the com- 
pany more than 20 years, first as an 
agent, then as manager of the first 
branch office it opened. His office led 
all the 17 branches in business trans- 
acted last year and the premiums ran 
over $600,000. 


Robins With Loyal Life 

Albert Robins has been appointed st- 
pervisor of applications and policies for 
the Loyal Life of Boston, running mate 
of the Loyal Protective. He was edt 
cated at the University of Wisconsin 
and Creighton University at Omaha and 
entered life insurance in 1926. He has 
had experience in both home office and 
field, in underwriting, conservation ani 
actuarial work. 


Arthur Hunter Vice-Chairman 

Arthur Hunter, vice-president and 
chief actuary of the New York Life, 
has been elected vice-chairman of the 
executive committee. 


Made Group Sales Manager 


B. B. Harrison has been appointed 
manager of group sales for the Cot 








company eight years. Following ot 
standing work in the group field 1 
North Carolina, he was transferred to 













































necticut General. He has been with the | © 





New York. 





Thornhill Joint Treasurer 


H. P. Thornhill has been named jot 
treasurer of the Sun Life of Canada, | 
with the rank of senior officer. He 

joined the company in 1923 as assistatl 
treasurer after having been in banking 
He later became associate treasurer. 


Rodgers in New Post 


J. F. Rodgers is now vice-president 
and agency manager of the Southern 
Old Line Life of Dallas. Mr. Rodger 
resigned a similar position with the Gul 
States Life some time ago and_ sinc 
that time has been taking a vacation. 








Patterson Made Director 


John Patterson, vice-president _ até 
head of the monthly premium acc! 
and health department of the ae 
Northern Life, has been elected 2 





the southeastern states. He left bank- 





rector. 
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_ | New Participating Contracts 
outh. © bien Fa f 
com- [EF California-Western States Leading 
deral & Agents Hear Announcement at 
hager Annual Convention 
it po- 
Several new participating policies 
' were announced at the silver jubilee 
- convention of the Leading Producers 
they, JH Club of the California-Western States 
Jnion & {Life held in San Diego, Cal. Some 65 
y a FF agents who qualified, 35 managers and 
vice- HF company officials attended. Increased 
anced J income per agent through writing qual- 
omp- # ity business was stressed. In addition to 
- © EF the officers two directors were present, 
or of HF peter Cook and H. B. Drescher of Sac- 
secre:  ramento. 
inter, President O. J. Lacy gave a resume 
Bency of the financial program. He announced 
istant that minimum non-participating contract 
De- hereafter will be $2,000, this applying to 
amed term and all other non-par forms. A 
arish, $6,000,000 gain of insurance in force was 
a di made in 1936 and contingency reserve 
utive increased $400,000. Assets rose $2,000,- 
000, an all time high. New business 
volume increased 10 percent. 
_ Other Details of Program 
Sur Vice-president R. P. Cox spoke on 
-neral “Have Times Changed?” and announced 
lected the new participating contracts. L. D. 
ir, of Cranmer, home office group manager, 
ers at discussed the possibility of greater group 
direc- sales in 1937. Ernie Gutterson, director 
e San educational department, discussed the 
vice- future program of agency activities re- 
com- garding whether business is to be rated 
Sal when accepted from the field. In future 
first all business is rated according to quality 
e led and conservation records is expected to 
rans- be much better due to insistence on 
5 ran “class business.” 
- Actuary Marcus Gunn explained the 
' new “streamlined” rate book. 
Business sessions were given over to 
agency and production problems, among 
dst F speakers being S. C. Gibbons, manager 
s for F Stockton agency, on “Getting Complete 
matt F ~ Cash Settlements.” Leaders in discus- 
edt: F sions during sales clinics and subjects 
ons? § were: E. J. Knutson, manager Oregon 
a and F agency, “Getting New Business from 
e has F | Old Policyholders”; Gilbert Ball, man- 
>and F ) ager Sacramento agency, “Selling the 
1 and ' Owner of a Small Business or Partner- 
~ ship,” and S. C. Gibbons, manager 
_ Stockton agency, “Meeting Present Day 
an ~ Objections.” 
be Grant Taggart Is President 
F the Grant Taggart, president El Capitan 
3 Leading Producers Club, was toastmas- 
_ ter at the president’s dinner. Sales ses- 
. ' Sions were interspersed by motion pic- 
' ~ tures. Ernesto Vedovi, third vice-presi- 
inted F > dent _El Capitan Club, conducted a 
Con- F = morning session on salesmanship, em- 
h the | | phasizing the value of showmanship. 
out: = Skits dramatized emotional selling. 
d inf | At the close of the convention 25 
d to Fg leading agents in production and con- 
~ ‘vation went on a trip to Ensenada in 
> old Mexico. 
> , Officers of the El Capitan Leading 





| Producers Club for 1937 elected on their 
: Production and conservation records, 
are: President, Grant Taggart, Cowley, 
; NVyo.; first vice-president, Guy Young, 
2 nituras, Cal.; second vice-president, Ted 
a i Lodi, Calif., and third vice-presi- 
oe ‘ent, Ernesto Vedovi, San Francisco. 













Big Meet at St. Louis 





x {tbproximately 200 attended the 
‘“orthwestern Mutual Life’s first  re- 
sonal convention in St. Louis. From 





rome office were Grant Hill, director 
cul aes cs oe H. Evans, vice-presi- 
rne-peia ne Edmund Fitzgerald, 
awe Sl ent; Harry R. Ricker, assist- 
L secretary; and Nelson D. Phelps and 











pea Evans, assistant directors of agen- 

a he group included agents from 

Ill nessee, Kentucky, Ohio, Indiana. 
nois and Missouri. j 









Mr. Fitzgerald and Percy Evans dis- 











cussed the annual statement and the 
financial status of the company; Mr. 
Ricker, programming and_ settlement 
options; Mr. Phelps, education; L. J. 
Evans, advertising, circular letter cam- 
paigns, etc. 

There were seminars covering pros- 
pecting, sales helps, business insurance 
and life insurance as property. 

Mr. Fitzgerald discussed the trustee- 
ship of the Northwestern Mutual Life 
at the banquet. Ethan Shepley, trustee, 
and Charles Noggle, ex-trustee, spoke. 





Perkins at Texas Meeting 


At an agency meeting held by O. P. 
Schnabel, Jefferson Standard Life man- 
ager, San Antonio, A. R. Perkins, 
agency manager, was honor guest. He 
outlined the record of the company last 
year and said 1936 showed an increase 
of $6,000,000 in business in force over 
the peak year of 1929. He predicted a 
greater year for 1937. 

Other speakers were W. P. Fogarty, 
leader in business paid for, on “Mental 
Attitude;” G. A. Allen, Harlingen, dis- 
trict manager; B. B. Priest, Austin, dis- 
trict manager; Henry Coutret, Corpus 
Christi district manager, on “Importance 
of Prospecting,” and Reid Webb of Del 
Rio, on “Enthusiasm.” 

Silver trays were presented to Martin 
McNutt, leader in delivered business, 
and Mr. Fogarty. 


a 


National L. & A. Rally Postponed 


The National Life & Accident has 
postponed its 1937 agency conference 
from the second week in February to 
the second week in April. This is due 
to the fact that much of the territory 
in which it is operating suffered from 
floods. Districts with a total debit of 
$65,000 and a large volume of ordinary 
are affected. Several have been wholly 
or partially under water. 





Brink Agency in State Meeting 

The E. B. Brink agency of the Mutual 
Benefit Health & Accident and United 
Benefit Life held a state convention in 
Detroit attended by 152 agents from all 
over Michigan, with 32 towns repre- 
sented. D. M. Brovan, agency super- 
visor of the companies, and F. S. Finch, 





New Assistant Medical 
Director Is Appointed 














DR. A. C. WILSON 


Dr. A. C. Wilson becomes assistant 
medical director of the Connecticut 
General. He joined the medical depart- 
ment in October, 1935. He is a grad- 
uate of the University of Toronto. 


chief underwriter of the life company, 
were present from the home office. 

An entirely new set of life supplies 
with lower rates was introduced at the 
meeting. 


Sheboygan Sales Meet 


SHEBOYGAN, WIS., Feb. 11.— 
Agents of the Equitable Life of New 
York from eight surrounding counties 
attended the two-day sales conference 
here Feb. 5-6, under the auspices of 
Manager E. G. MacDonald. Speakers 
included H. A. Sloan, Chicago, assistant 
superintendent of agencies for the cen- 
tral district, and Foster Rinefort, Chi- 
cago, inspector for Wisconsin, Illinois 
and Iowa. The school of instruction was 
in charge of Eugene Ebersol, assistant 
manager of the E. L. Carson general 
agency in Milwaukee, and William 
Busch. 





Schnell Agency’s First Meeting 


The first meeting of the F. A. Schnell 
Penn Mutual agency of Springfield, Ill., 
was attended by 40. This agency suc- 
ceeds the A. E. Patterson agency out- 
side of Chicago. E. P. Connolly, as- 
sistant general agent, acted as chairman. 


Little Rock Agency Meet 


LITTLE ROCK, ARK., Feb. 11.— 
The annual convention of the Little 
Rock agency of the Mutual Life of New 
York was attended by 50 Arkansas 
agents. Manager C. T. Thompson was 
in charge. Trophies were presented to 
the following for outstanding sales rec- 
ords: L. V. Nicewater, Texarkana; W. 
H. England, Hope; Garner Hamilton, 
Paris; M. R. Owen, Wynne, and C. E. 
Riddle; Van Buren. Roy Mitchell, Lit- 
tle Rock service representative, made the 
presentations. W. W. Taylor was toast- 
master. 


Poole Awarded Trophy 


Curtis W. Poole, Aberdeen, S. D., 
manager Equitable Life of New York, 
was presented a trophy at a meeting of 
Equitable managers in Minneapolis Jan. 
30 for the greatest business increase in 
the final quarter of 1936 of any district 
in South and North Dakota. 


Philadelphia Life Cruise 
The agency convention of the Phila- 
delphia Life this year will be held in 
part on the Steamer “Lafayette” sailing 
from New York Aug. 28. The party 
will arrive at Quebec Sept. 1 and will 
be there for two days at the Frontenac. 


Hold Texas Conferences 


Representatives of the Pacific Mutual 
Life in three states attended confer- 
ences with President A. N. Kemp at 
Dallas, Fort Worth and El Paso. Ac- 
companying President Kemp were D. C. 
MacEwen, vice-president, and Walter 
R. Hoefflin, western agency supervisor. 


To Meet in Del Monte 


The All-Star club of the Business 
Men’s Assurance will hold its annual 
convention at Del Monte, Cal., in Sep- 
tember. Because his Texas’. branch 
showed the greatest percentage of in- 
crease during 1936, A. W. Hogue has 
been elected president of the managers’ 
club of the Business Men’s Assurance. 
W. M. Jones, manager for Utah, is vice- 
president. 








Fidelity Union Life Convention 


A two-day convention was held by the 
Fidelity Union Life at Mineral Wells, 
Tex. 


Can Reexamine Moratorium 


LINCOLN, NEB., Feb. 11—The 
Nebraska supreme court has held that 
mortgage moratorium stays are at all 
times under the control of the court and 
may be reexamined and upon good 
cause shown may be modified or va- 
cated at any time. The decision places 
the Security Mutual Life of Nebraska 





in possession of a downtown business 
block on which it had loaned $110,000. 








General Agency Openings 
with 


A GREAT COMPANY 





GROWING GREATER 





A Company that has 


*A Liberal Contract 
(Both First Year and Renewal 


Commissions) 


*Anm Attractive Line 
of Policies 


(designed te fit every need) 


*A Unique Sales 
Program 


Practical assistance and co-op- 
eration in the field 


Enjoy the advantages of 
COMMONWEALTH CORDIAL 
CO.OPERATION 
IT WORKS 





Write 
J. Herbert Snyder, 
Agency Vice-President. 


COMMONWEALTH 





LIFE INSURANCE CO. 





LOUISVILLE, KY. 











THE NATIONAL UNDERWRITER 
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Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 





Liberal First Year Commission and Non-forfeitable 


Renewal Commissions 
Assistance in the Field 


GLOBE LirE INSURANCE Co. 
OF ILLINOIS 


WM. J. ALEXANDER, President 
An Old Line Legal Reserve Company—Established 1895 
40 Years of Continuous Faithful Service 
to Policyholders 








Writing Complete Line of Modern Policies with 
All Standard Provisions 
Ages (0-60) 
Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 


Write Us Topay ror Particutars 


431 South Dearborn Street 


Home Office Co-eperation 


Chicago, Illinois 











Strong Progressive 


Are You Willing to WORK for a Campane Which Is Willing to WORK with You? 








NSU 





E. S. ASHBROOK PAUL McNAMARA 
President 


JOHN H. McNAMARA Vice-President 
ounder 
eS 
NORTH AMERICAN BUILDING, CHICAGO, ILLINOIS 




















Challenging today’s 
selling need—the new 


UNITED 
LEADER 


Goes straight to the mark—fits in with Social Security benefits— 
offers threefold advantages— 

1. Pays double benefits to age 65; 

2. Premium then greatly reduced; 

8. Cash savings feature same as ordinary life. Actually pro- 
vides maximum protection to retirement age, and thereafter perma- 
nent insurance at a cost 
almost as low as term. A 
policy typical of the mod- 
ern sales tools United 
Benefit men use. 











Excellent agency 
openings now avail- 

able. Investigate. 
Operating in 44 States, 


the District rd Colum- 
bia and Alaska. 




















TEAM MATES IN THE FIELD OF COMPLETE INCOME PROTECTION 
. 

L oO YA PROTECTIVE INSURANCE COMPANY 

LIFE INSURANCE COMPANY : : : 

BOSTON, MASSACHUSETTS 


+ 
SELLING OPPORTUNITIES 
Non-Cancellable Health and Accident Policies 
Low Cost Life Insurance Including a New Juvenile Policy 


UNUSUAL PROGRAM OF FINANCING FOR CAPABLE PRODUCERS 
Inquiry Is Invited 














News Aspout Lire PoLiciEs ~ 








PRICE, $5.00 and $2.00 respectively. 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 
in Policy Literature, Rate Books, etc. 
Digest” and “Little Gem,” Published Annually in May and March respectively, 


Supplementing the “Unique Manual. 





New Personal Income Form 





Home Life, N. Y., Now Issuing Series 
Covering Men and Women at 
Different Rates 





A new series of personal income poli- 
cies, with incomes starting at 55, 60 or 
65, is being issued by the Home Life of 
New York. These replace the older 
forms. Males and females have been 
segregated at different rates and values, 
the company also having similarly re- 
vised its settlement options in all life 
and endowment forms. 

The new contracts for males show in- 
creased rate scale, this being necessi- 
tated by lower interest yield, and the 
policies for females have even higher 
rates due to greater longevity of women. 
Cash values have been increased, as 
have been dividends. The new rate book 
distributed to agents contains dividends 
upon settlement options as well as on 
policies proper. Change in rates on the 
income policies required increase of divi- 
dends, but dividends for other contracts 
continue on the scale used in 1936. Rates 
and dividends for the new personal in- 
come policies per $10 a month income 
unit, are: 

Income at 55 


-—— Dividend End Year—, 
5 10 15 20 


Prem. 
20....$37.66 $4.19 $5. 4 *. 88 $9.03 $11.21 
25.... 46.21 4.43 5.6 7.79 10.42 13.39 
30.. 58.48 4.81 at 9.12 12.65 17.48 
35... 77.2 5.48 7.65 11.41 16.87 24.02 
40....109.00 6.54 9.91 15.75 24.82 
45....172.95 8.93 14.86 26.38 
Income at 60 
20. tg 62 $3.89 $4.63 $5.95 $7.61 $ 9.14 
25.... 35.31 4.01 4:91 6.50 8.41 10.42 
30.. 43.13 4.23 5.37- 7.23 9.67 12.40 
35.... 54.86 4.59 5.99 8.46 11.72 15.91 
40.. 71.52 5.08 7.09 10.55 15.40 21.94 
45....100.45 6.08 9.16 14.64 22.74 
50....158.45 8.25 13.91 24.25 
Income at 65 

20....$24.36 $3.69 a 27 * 34 $6.69 $ 7.79 
25.. 28.36 3.75 43 res 7.13 8.52 
30.. 33.69 3.87 170 7.84 9.63 
35.. 41.02 4.08 5.02 6. 74 8.95 11.52 
40.. 51.52 4.30 5.59 7.81 10.92 14.62 
45. 67.55 4.78 6.57 9.87 14.34 20.23 
50. 94.40 5.69 8.66 13.76 21.10 

55. 147.55 7.99 13.21 22.63 





General American Brings 
Out Two New Contracts 





The General American Life has 
brought out several policies designed to 
aid agents to serve the large class of 
persons whose buying power has begun 
to return to the pre-depression level. One 
form is the participating whole life eco- 
nomic adjustment plan with graded pre- 
miums for the first four years and level 
thereafter. 

Another is a participating 20-payment 
life increased benefits policy. A new set 
of single premium participating rates 
has been issued, the single premium non- 
participating forms being discontinued. 
In connection with these contracts has 
been issued a folder containing a sales 
presentation of the whole life economic 
adjustment policy and suggestions for 
classifying prospects, description of the 





Open with Accident—sell your pros- 
pect an accident policy to get acquainted 
For sales 
suggestions read The Accident & Health Re- 
view, A-1946 Insurance Exchange, Chicago. 


and pave the way to other sales. 


Sample copy 10 cents. 








| 
policy and five sample sales talks to be 
used in interviews. 
Whole Life—Ec. ex oo ee Rates 


20....$12.28 36. $18.5 ee 
ape 12.57 ST ece Suee 52.... 34.10 
22.. 12.87 38. 19.62 53.... 35.7 
20 13.17 39. 20.22 54. 37.50 
24.. 13.50 40. 20.85 55. 39.37 
oes. 13.84 41, 21.52 56.... 41,3 
aihes 14.19 42.... 22.24 57. 43.49 
ah s:6 14.55 43.. 23.04 58. 45.75 
28.. 14.92 44.. 23.93 59. 48.11 
29.. 15.31 45. 24.92 60. 50.72 
30.. 15.72 46.. 26.01 61.... 53.49 
2 16.14 47... 27.17 62.... 56.31 
32.. 16.57 48.. 28.40 63.... 59.38 
Cae 17.02 49. 29.70 64. 62.66 
34.. 17.50 50.. cos GasUe 65. 66.15 
35.. 18.00 
20-Pay. Life, Inc. Ben, 

20....$39.07 31....$43.30 41....$49.4 
se 39.37 33.00. 48.8 42.... 50.10 
ee 39.69 83.... 44.33 43. 51.06 
Boe 40.03 34.... 44.87 44, 52.10 
24.. 40.39 35. 45.43 45. 53.11 
25.. 40.75 36. 45.99 46. 54.24 
20. 41.13 37. 46.56 47... GoM 
if 41.52 38. 47.16 48.... 56.44 
28.. 41.93 39. 47.80 49 .... FG 
ee 42.36 AO. 48.48 50.... 58.90 
30.. 42.82 


Dividends Whole Life Ec. Adj. 
c—— End of — 

4 
$3.66 $3. 76 $3) 89 sh: 

















4.05 15 4.27 4.41 4.60 
4.30 4.43 4.60 4.80 5.02 
17 «#4.85 4.55 4.85 5.15 
65 3.89 4.17 4.54 4.92 
-80 3.62 3.97 4.41 4.86 
89 4.28 4.71 5.20 5.67 
-71 5.16 5.65 6.15 6.60 
738 6.238 6.75 7.57 838 
87° =8.18 9.05 10.01 10.9 
20-Pay. Life Ine. Ben. 
BO ics ees $4.27 $4.51 $4.73 $4.96 $5.39 $6.04 
Bice wise 4.16 4.40 4.62 4.85 5.31 6.02 
eee 4.01 4.26 4.49 4.76 5.28 6.03 
er 3.85 4.12 4.37 4.66 5.25 6.10 
BOG sees 3.88 4.19 4.48 4.83 5.50 6.41 
tin’. 61a 4a 4.12 4.49 4.84 5.23 5.98 6.90 
Bes sore 4.55 5.00 5.40 5.84 6.63 17.52 
Single Premium Par Rates 
Life 10-E 20-E. Endéi 
| eer $347.79 $830.56 $645.26 
One carers 371.0 830.7 646.1 
7 Ere 398.36 831.02 647.58 
re 430.36 831.49 649.84 
DO oie eset 467.42 832.17 653.43 
Mee cosere 509.89 833.18 659.46 
| A 558.12 834.94 669.80 
See rer 611.83 838.23 687.00 
ii srh is 34 669.56 843.91 713.21 
ee 729.16 853.09 749.46 
aero 88.32 867.20 794.67 
Single Premium Dividends 
Life, Payable at Attained Age 
BBs racer .08 BAC $5.28 Diets ed $5.48 
20.606 13 Sees 5.33 Mecca 5.55 
Piss sis-3 5.18 AR 5.38 GOs cece 5.78 
SO iase 5.23 BUacces 5.43 
Single Premium 20-Year End. 
1 2 4 
LE eae $5.90 $5.93 $5.97 $6. 02 = "9 si 
A ee 5.83 5.86 5.93 6.01 
BD iesie eis. 5.82 5.87 5.98 6.09 6. 
ells Io sr'eo- 5.93 5.99 6.09 6.20 6. 
Dc ws eva's 6.05 6.07 6.13 6.17 6. 
rrr 6.02 6.03 6.04 6.04 6. 
RS 5.87 5.87 5.87 5.89 5.9 
ee 6.71 5.72 5.74 5.79 5.8 
| 5.63 5.65 5.70 5.78 5.9 
eee 5.65 5.70 5.81 5.96 6.2 
BBiv--s3s\000 5.89 6.09 6.386 6.75 6.7 


Large Policies Sold 


cua 


Rosner soa 












ae 

















KANSAS CITY, Feb. 
agencies here report the sale of larg¢ 
policies showed a marked increase i 
January. One agency reports the sal 
of a number of policies ranging from 
$25,000 to $250,000. Men with substan- 
tial businesses or incomes are buying 
life insurance again. Purchases are fo! 
all purposes, 
tion are to offset inheritance taxes. 


11.—Several 


but a substantial propo =| 












Agents are also finding it possible !0 7 
increase the amount of small policies | 








building them up from $1,000 to $1,500 7 


and from $2,000 to $2,500, wherever the 
need is indicated. This has been diffi 
cult to do the past six or seven yeat’. 


















G. C. French becomes associated with | 


the Bankers Mutual Life of Freeport 
Ill., as full time actuary. 
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£c sary tern a 


i agent in the same manner in which 
© office employes are hired was stressed 
" at a managers’ conference at the home 
office of the Business Men’s Assurance 
| in Kansas City by J. P. Baldwin, Cali- 


eave obi 


Boca ita Sn, 


ee 


Raises 


Ria cals 


" tive salesman; ask the prospective sales- 
_ man if he would like a plan of that kind 


























) inasmuch as accident and health service 













































































» Send 9c in stamps 
































| men, claimants, letters to policyowners, 
' to teachers, 
' business men whose names were ob- 
- tained from the classified section of the 
' telephone directory, and personal solici- 
- tation. 


' tors should be considered about the 


» appeals to the prospect’s selfish inter- 
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MANAGEMENT 





Managers Outline Factors in Securing and 
Selecting New Agents at Business Men’s Rally 





The importance of employing an 


fornia manager. “A manager can 
measure his success by the men he 
loses. Showing eagerness to hire a man 
is very damaging,” Mr. Baldwin said. 
Sources of new agents regarded as 
the most fruitful and important by the 
managers in attendance are personal 
friends, newspaper advertisements, 
recommendations from present sales- 


medical examiners, and 


Procedure in Presenting Job 


The managers agreed that the fol- 
lowing procedure is the most desirable 
in presenting the job to the new man: 
Explain ‘why the association should be 
a permanent one; illustrate what the 
company has to sell by giving a sales 
presentation of one contract to prospec- 


for himself; ask him if he could sell a 
plan of that kind to other people. From 
this point the prospect must convincé 
the manager that he should be permitted 
to join the sales organization. 

It was agreed that the following fac- 


salesman’s previous experience in deter- 
mining whether or not he will make a 
desirable salesman: (1.) Previous occu- 
pations and business experience—former 
sales work more favorable; (2.) Age— 
favorable ages for married men, 25 to 
50; single men, 28 to 50; (3.) domestic 
situation—history of divorce unfavor- 
able; (4.) education—to be considered 
but not conclusive; (5.) personal ac- 
quaintances—number and_ character; 
(6.) amount of insurance owned; (7.) 
personal habits; (8.) highest previous 





earnings in any one year; (9.) has he 
always been broke? 


Show Advantages 


Various managers suggested these 
Points in describing to the new sales- 
man his work and opportunities: The 
advantages of presenting a combination 
(life and accident and health) contract, 


ests. Do not tell the prospective sales- 
man too much. Show earnings of 
established salesmen including both 
favorable and unfavorable information. 

Managers can best find new salesmen 


SELL 


Am™ 
ccident & Health 
REVIEW 


tells you how, gives you new sales ideas 
va suggestions, news, court de 


CISLORS, efc., etc, 





ACCIDENT 
HEALTH 
INSURANCE 





for sample copy te 
change, 


A-1946, Insurance Ex, 0. 





PPOCoeccococooooooe 


in towns of from 2,000 to 100,000 by 
personal solicitation of business, estab- 
lishing friendly relations with business 
men and informing them confidentially 
of the good income enjoyed from the 
sale of insurance. 

Because investigation has shown that 
the following factors influence the per- 
sistency of business, the company this 
year will seek to record such informa- 
tion in the case of each policy sold: 
Occupation of applicant, age, income, 
amount of policy, mode of premium pay- 
ment, form of settlement agreement 
under policy applied for, cash with ap- 
plication, old policyowner with previous 
insurance still in force, whether policy 
applied for replaces other insurance. 
Policyowners with previous insurance 
lapsed, investigation showed, had a re- 
newal experience less favorable than 
average. 

Managers recommended that the 
home office limit the number of con- 
tests in 1937 to three or possibly four 
in order to give branch officers oppor- 
tunity to arrange special contests of 
their own. Managers emphasized the 
importance of arranging contests so that 
salesmen will understand that the selling 
of insurance is their most important 
activity. 


Bowles Elected in Des Moines 


W. D. Bowles, general agent Phoenix 
Mutual Life, was elected president of the 
Des Moines General Agents & Man- 
agers Club at the annual meeting. W. 
E. Lewis was elected vice-president and 
LeRoy Secor was renamed secretary- 
treasurer. 


Will Address School 


J. G. Parker, general manager and 
actuary Imperial Life, Toronto; and V. 
B. Coffin, superintendent of agencies 
Connecticut Mutual, Hartford, will be 
guest speakers at the manager’s school 
being held by the Life Insurance Sales 
Research Bureau Feb. 18-19 at Niagara 
Falls, Ont. Mr. Parker will talk on 
“How a Company Makes Money” while 
Mr. Coffin will lead an all-day seminar 
on training of agents. 

Representatives from most of the 
companies in Canada, and several in the 
United States, will be at the Niagara 
Falls school. This is the first of the 
1937 series which the bureau is holding 
Others are scheduled for Pittsburgh, 
Rye, N. Y., and Chicago. The bureau 
is represented at Niagara Falls by six 
members of its staff, headed by J. M. 
Holcombe, Jr., manager. 


Cleveland Leaders Dinner 


CLEVELAND, Feb. 11.—The Cleve- 
land Life Insurance Executives Club will 
hold a leaders dinner party Feb. 18 to 
honor the highest producers in volume 
and policies. 

W. G. Rose, Cleveland advertising 
man, will be toastmaster. W. M. Duff, 
president of the E. A. Woods Agency 
of the Equitable Life in Pittsburgh, will 
talk on “Leadership in 1937 and What 
It Takes to Be a Leader.” Guests will 
be Superintendent Bowen of Ohio, and 
Mayor Burton of Cleveland. 














Haviland Is Detroit Speaker 


The Detroit Associated Life General 
Agents & Managers heard F. H. Havi- 
land, vice-president Connecticut General 
Life in charge of agencies, speak on 
“Building a Successful Agency.” 






1937 Golden Jubilee Year 1937 


PROVIDENT begins the 50th Anni- 


versary Year with these noteworthy gains 


registered for 1936: 


® 25 per cent gain in Life Insurance in 


Force—$19,405,854.00. 


® 18 percent gain in premium income— 


$1,005, 127.33. 


© 16 percent gain in total assets — 
$1, 145,455.72. 


~~ percent gain in total surplus to pro- 
tect policyholders—$274,819.18. 


PROVIDENT LIFE and ACCIDENT 


Pp INSURANCE COMPAN Y 
CHATTANOOGA. TENNESSEE 




















“KNOCK -- 
KNOCK ”’ 











Opportunity Is Knocking! 


It Is Pounding On the Doors of 


Men Who Are Willing to Pay 
the Price of Success 


Bankers National Life Insurance Company, the Company that 
reached 75 millions in 8 years, offers the opportunity of a life- 
time to good men who want to be successful general agents. 

Big success carries a corresponding price tag. The price is 
work, initiative, vision, perseverance. 

If you feel there is no further opportunity for growth in 
your present connection; if you have a record of $100,000 of 
paid-for personal production in 1935; if you have family respon- 
sibilities and a residence in either Pennsylvania, New Jersey, 
Ohio, Rhode Island, Maryland or Delaware, you are one of the 
men we want to talk to at once. 


Address 
William J. Sieger 
Vice President & Superintendent of Agencies 
Bankers National Life Insurance Company 
Montclair New Jersey 
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What Has Done 
Most to Help 
People Save 

Money? 


LIFE 
INSURANCE! 


More people own Life 
Insurance than own 
bank accounts. More 
people own Life Insur- 
ance than own stocks 
or bonds, or real estate, 
or building - and - loan 
accounts, or interest in 
various kinds of busi- 
ness. In fact, more 
people own Life Insur- 
ance than own all these 
other forms of wealth 
put together! 


Many people still think 
of Life Insurance 
merely as a method of 
leaving something for 
their heirs. As amatter 
of fact, $1,700,000,000 
of the $2,600,000,000 
paid out by Life In- 
surance Companies last 
year were paid to living 
policyholders. 


Life Insurance is the 
most generally prac- 
ticed form of thrift in 
this country. It has the 
one feature that over- 
shadows all others in 
any program of money- 
saving... . it requires 
regular deposits... and 
assures attainment of 
objectives! 


% Last year Reliance Life 
paid out more than six 
million dollars to living 
policyholders... . since 
its organization in 1903, 
it has paid to them more 
than sixty-eight millions. 


RELIANCE LIFE 


ENSURANCE COMPANY OF 
PITTSBURGH 











News OF LIFE ASSOCIATIONS 





Northwest Texas Groups 
Hold Meeting at Amarillo 


AMARILLO, TEX., Feb. 11.—More 
than 120 from the Texas Panhandle area 
attended a one-day meeting sponsored 
by the Northwest Texas Association of 
Life Underwriters. At the morning ses- 
sion, Arthur Coburn, Dallas, vice-presi- 
dent Southwestern Life, and E. P. 
White, Dallas general agent Connecti- 
cut Mutual, were the principal speakers. 

Other speakers included Herman 
Pipkin, Amarillo, former president of 
the Texas Bar Association; Col. R. T. 
Stuart, Oklahoma City, president of the 
Mid-Continent Life and Ricks Strong, 
Dallas, president Texas Association of 
Life Underwriters. Floyd Studer, Ama- 
rillo, directed the program. 





* * x 
Minneapolis Sales Series 


Bob Olsen, Northwestern Mutual spe- 
cial agent in Minneapolis, was the 
speaker this week in the educational se- 
ies sponsored by the Minneapolis Asso- 
ciation of Life Underwriters. He led 
the discussion on conducting the inter- 
view. The speaker next week will be 
L. J. Lynch, John Hancock general 
agent. He will speak on closing. The 
Borden & Busse film, “Making a Sales 
Presentation Stay Presented,” will be 
shown at that time. 

“Building a Life Insurance Business” 
is the subject of Roy Lathrop, who is 
scheduled to speak Feb. 25. He is gen- 
eral agent of the State Mutual Life. W. 
R. Jenkins, director of research and su- 
pervision of the Northwestern National 
Life, March 4 will give a summary of 
the preceding five meetings. 

The program is under the auspices of 
the educational committee consisting of 
A. B. Dygert, chairman, and Ray John- 
son, W. S. Leighton, Martha Washburn 
Allin and E. E. Moore. 

The regular monthly luncheon meet- 
ing Feb. 17 will be addressed by H. G. 
Kenagy, superintendent of agencies of 
the Mutual Benefit. 

* * * 


Caravan Meetings 


The caravan of the San Francisco Life 
Underwriters Association conducted 
meetings in Stockton, Cal., and in Sac- 
ramento under the direction of G. F. 
McKenna, chairman program commit- 
tee. Speakers were T. A. Gallagher, 
president; K. L. Backett, president Cali- 
fornia State Association of Life Under- 
writers; R. G. Minty, New England Mu- 
tual Life; J. L. Brader, Equitable of 
Iowa; F. J. Van Stralen, Massachusetts 
Mutual; Henry Drabin, Penn Mutual, 
and Mr. McKenna. 


x ok x 
Rampmeier Is Organizer 


Herman Rampmeier, Travelers, St. 
Paul, has been appointed membership 
organizer for Minnesota, North and 
South Dakota, Montana and Wyoming 
by the National Association of Life 
Underwriters. 
*>* 
Tennessee Sales Congress 


The Tennessee life insurance sales 
congress this year will be held at Chat- 
tanooga, April 23. 

ae ee 
Des Moines— A. R. Jaqua, associate 
editor of the Diamond Life Bulletins, 
spoke on “Why Men Succeed.” 

* * * 
Richmond, Va.—J. S. Penny, director 
of agencies Sun Life of Canada, will talk 
March 2 

* * * 
Northern New Jersey—Extensive plans 
are underway for Life Insurance Week 
which will open with a breakfast in 
Newark. 
More than 300 agents were guests of 
the Fidelity Union Trust Company of 
Newark at a luncheon. J. L. Ellenwood, 











of New York, spoke on the problems of 
the middle-aged. The executive com- 
mittee is arranging a joint meeting with 
the New York City association at the 
latter’s sales congress on March 18. 

* * * 

Tampa—The association has inaugu- 
rated a new idea by holding its monthly 
meetings in the dining room of a cafe- 
teria. Therefore an agent may order 
just what he wishes and spend as little 
or as much as he chooses. It eliminates 
the mandatory luncheon fee and the at- 
tendance has increased materially. 


* * * 


Chattanooga, Tenn.—A. R. Beneke, Bir- 
mingham, field representative of the so- 
cial security board, Region 7, gave an 
educational talk on the social security 
act. R. C. Green, Equitable of New York, 
was advanced from vice-president to 
president to succeed Jack Diamond, 


Metropolitan, who has moved from 
Chattanooga. 

* * * 
Portland, Ore—Roger B. Hull, man- 
aging director National association, 


spoke on “Life Insurance—the Back Log 





‘ity Back of Los Angeles.” 





executive secretary of the Y. M. C. A.’s 


of American Thrift.” The following day 
Mr. Hull spoke at Seattle. 
*x* * * 

Manchester, N. H.—F. B. Summers, 
supervisor of the northeastern depart- 
ment of the New York Life, spoke. 

* * * 

Fort Smith, Ark.—W. C. Davis was 
elected president and R. H. Kagy secre- 
tary of the new association. 

* * * 

St. Paul—Roger B. Hull, general coun- 
sel National association, is to speak Fri- 
day noon. In the evening he will talk 
at a dinner of the St. Paul General 
Agents & Managers Club. 

* * * 

Peoria, Ill—R. B. Hull, managing 
director National association, speaks be- 
fore a public group Feb. 15 at a luncheon 
meeting. 

* * * 

Tulsa, Okla.—Tnoe University of Tulsa 
is cooperating with the Tulsa associa- 
tion for a course in the principles of 
life insurance taught by Ralph Hender- 
son. 

* * * 

Hamilton, Ont.—William Mayall was 
elected president and R. H. Bousfield, 
secretary, at the annual meeting. 

* * * 

Knoxville, Tenn.—The association will 
sponsor a talk by Mrs. Franklin D. 
Roosevelt, wife of the President, March 
25 on “The Individual’s Responsibility to 
His Community.” 


x Ok Ox 





Los Angeles—R. B. Hull, managing 
director National association, spoke to a 
breakfast meeting on major social and 
economic developments in relation to life 
insurance. “It is only through a still 
greater development of the instinct to 
save and to make sacrifices that a last- 
ing financial security is to be achieved 
by and for our citizens. It is the Ameri- 
can way of responsible individualism,” 
he said. 

B. C. Hanna, president of Los Angeles 
Chamber of Commerce, talked on “Secur- 
Grant Tag- 
gart, chairman of the Million Dollar 
Round Table, talked in regard to this 
organization of leaders in the sale of 
new life insurance. 








INDUSTRIAL 


Knights Life in Increases 


Substantial increases by the Knights 
Life, Pittsburgh, were told by President 
J. H. Reiman and Secretary P. J. Hess 
at the annual stockholders meeting. 
There was a net increase in force of 
over $7,500,000, increase in assets to 
over $5,500,000, of which 69 per cent are 
invested in U. S. government, state and 
municipal bonds and 14% percent in 
real estate mortgages. This is the 20th 
anniversary. The surviving five mem- 
bers of the original organization com- 
mittee were presented engraved bronze 




























and gold service emblems, these be; ova 
J. H. Reiman, P. J. Hess, Louis See a 3 
thaler, treasurer; Dr. J. C. Hierholze, 
medical director and J. A. Sossong, p 
J. Winkel, who was engaged as cle, [7 
in 1914 and now is auditor, also wa G 
given a service medal. All officers anj - 
directors were reelected. 
’ Gener 
te 
Operate Through Credit Union; 
The Cuna Mutual Society of Madison 
Wis., which has just been licensed to 0. | 
write industrial life insurance in Minn. ani 
sota, writes insurance on the unpaid byl. ual 
ance of loans through credit unions, |; ner 
does business in many states by maj & ie 
but in Wisconsin it operates through = h 
agents. It started business in Auguy pe 
siete > rank | 
4 will r 
Chandler at Watertown Rally §& in the 
R. G. Chandler of the education anj The 
sales promotion division of the Metro. © 5: 
politan Life spoke at a district meeting - 
of assistant managers and agents repr. q McCa 
senting in Watertown, N. Y. B. Rf Radw 
Carpenter, new district manager ther je Mutu’ 
also spoke. prior 
ag 
Mr. 
Industrial Notes : ni | 
The Durham Life, Durham, N. C, haf _ The 
been admitted to Virginia. BC.S 
George Durbis ¢ i ; 
‘peadeutiat scolaseninak ot pale ge 
The American National of Texas has : ee 
opened a branch in_ San Francisco; § tial at 
Chinatown. Louis A. Quan is in charge, 


~ homa 








NEW YORK 





Lv 
GAINS 100 PERCENT big 
s ge 
The Fraser agency of the Connecticut thy 
Mutual Life in New York City paid for th 


$1,460,000 last month as against $785; offices 
000 for the same month in 1936, an in fF Fort | 
crease of approximately 100 percent. F 4, 
* * x | years 

DIRECTING PUBLIC RELATIONS : — | 
Lloyd Patterson, general agent Mas also y 
sachusetts Mutual Life, has been ap- ing, s 


pointed chairman of the New York City 
Life Underwriters Association publth YJ 
relations committee, succeeding T. Gf ry 


Murrell, former manager Connecticut f . 
General Life, who recently was af 9 Somer 
pointed to a general agency position for count 
the Mutual Benefit Life on the Pacific Freep 
Coast. Mr. Patterson is already chait- the c 
man of the company relations commit _ 
tee and has been helpful in improv- paca 


ing the cordial relations between the 
companies and the associations. : 
In taking over his new duties Mr. f~ l 





Patterson announced that he intends to [ ie 
continue the program begun by Mf © City ; 
Murrell, and Ralph G. Engelsmat,|™ has p 
president of the association, which it ern } 





cludes community work, public educe |” 
tion through motion pictures and the) 7 
like on a very comprehensive scale. 

In an active career with the Life Ur 
derwriters Association, Mr. Pattersot 
has served as chairman of the salt 
congress committee, publicity commit 
tee, planning committee, and finally the 
company relations committee. As fits! 7 
vice-president he is a member of the ~ 
executive committee, on which he he 
served since 1922. 















Catholic Family Election 

MILWAUKEE, Feb. 11.—New oft 
cers elected by the Catholic Family Pr 
tective are Dr. J. J. Gramling, presides 
to succeed J. M. Schneider who declined 
reelection after serving 19 years; Jose? 
Schick, vice-president to succeed D* 
Gramling; J. G. Grundle, secretary, " 
succeed Otto P. Seifriz, who retire 
after 30 years’ service; A. P. Fritsch 
vice secretary. A testimonial dinnt 
honoring Mr. Seifriz was tendered y 
officers and directors, with promuinct 
members of the fraternal as guests. 
was presented with a radio. 

























2, 1937 


— = 


e being 
WIS See. 
tholzer 
ong. P, 
aS clerk 
So was 
ers and 








February 12, 1937 








LIFE 





INSURANCE EDITION 


25 








———— 











Lire AGENCY CHANGES 





— 


Guarantee Mutual’s Changes 





4 General Agents Named With Headquar- 


Inions 
Ladison, 
nsed to 
Minne. 
aid bal. 
Ons. It 
'Y mail, 
through 
August, 


» resented 


st 


- ton counties. 
| the honor roll for the past two years, 
' closed 1936 with $608,500 business, to 


ters at Spokane, Atlanta and 
Oklahoma City 





0. (C. Nail of Spokane, who has rep- 
the Guarantee Mutual of 
Omaha for several years, is appointed 
general agent for 17 eastern Washing- 
Mr. Nail, who has headed 


' rank first in the Gold Medal Club. He 
will retain his headquarters at Spokane 


‘ally 
ion and 
Metro. 
neeting 
} repre. 
B. R 
* there 


McCabe, who recently resigned. 
| Radway has represented the Guarantee 
- Mutual in Atlanta for about two years, 


| in the Old National Bank building. 


The Guarantee Mutual has appointed 


E. S. Radway of Atlanta general agent 


for northern Georgia, succeeding J. E. 


Mr. 


prior to which he was in the general in- 
surance business. He has taken over 


| Mr. McCabe’s Atlanta office in the Ten 
- Pror street building. 


The Guarantee Mutual has appointed 


| C.S. Saffell of Oklahoma City general 


Siesta! 


































' agent for four Oklahoma counties. 


He 
has had five years’ experience in life 
insurance sales work with the Pruden- 


_ tial and Massachusetts Mutual at Okla- 
homa City. 





Amicable-Modern Changes 
Are Made in Fort Worth, Tex. 


T. H. Spindle, for the past eight years 
with the Amicable Life, the last four 
as general agent in Fort Worth, Tex., 





_ has resigned to become branch manager 
for the Modern Life of St. Paul, with 
» offices in the W. T. Waggoner building, 
~ Fort Worth. 


H. D. Mouzon, Jr., for the past five 
years supervisor for the Amicable Life 


with headquarters in Wichita Falls, has 
been appointed manager in Fort Worth, 
_ also with offices in the Waggoner build- 


ing, succeeding Mr. Spindle. 





Westermeyer General Agent 
A. J. Westermeyer has been appointed 


- general agent in St. Louis and St. Louis 
_ county by the Bankers Mutual Life of 
~ Freeport, Ill. 


In making this change 
the company in extending its service to 
policyholders and agents moved its St. 
Louis office to larger quarters at 817 
International building. 





Utah State Agency Starts 


A new general agency at Salt Lake 
City with E. C. Hanson as general agent 
has been established by the Northwest- 
ern National Life. It is to be known 








MOD 


INSURANCE COMPANY 





STREAMLINE TRAIN 


™@ Modern policies . . . modern 
agency contracts . . . modern 
agency helps . . . everything 


that is thoroughly modern is 
yours when you represent this 
young flexible company. There 
is real opportunity for you with 
the Modern Life. Ask about 
available territory in Minnesota, 
Oklahoma, Texas and Missouri. 


ERN LIFE 


M. A. NATION, President 
St. Paul, Minn. 








as the Utah state agency. A native of 
Utah, Mr. Hanson has been active in 
banking, finance and insurance there for 
many years. Associated wth him will 
be his brother, A. J. Hanson, who has 
been in life insurance in Salt Lake City 
for three years. Offices are in the First 
National Bank building. 


Terwilliger Made General Agent 


H. J. Terwilliger has been appointed 
general agent for the National Life of 
Vermont for Clinton, Essex, St. Law- 
rence and Franklin counties, New York 
State with headquarters at Plattsburg. 
He received his early training with the 
Equitable of New York. A few years 
ago he joined the forces of R. C. Mead- 
ows, general agent for the National Life 
at Binghamton and his promotion to a 
general agency comes as a result of his 
work with that agency. His address in 
Plattsburg will be at 7 Court St. 








Manhattan Life Appointments 


J. W. Thompson, Jr., has been ap- 
pointed general agent of the Manhattan 
Life at Wilmington, N. C. He was first 
agent and then general agent for the 
United Life at Newark, N. J. He is a 
native of the state. His father is a mem- 
ber of the state senate. 

Morris Koblentz has been appointed 
general agent at Chattanooga, being a 
native of that city. In later years he has 
been manager of the Service Coal Com- 
pany, owned by his father. He has had 
two years life insurance experience. 


Kansas City Life Appointments 


H. F. Gemme has been appointed gen- 
eral agent of the Kansas City Life in 
Washington, D. C. He has been a per- 
sonal producer since 1925. 

F, P. Kinder, who has been a pro- 
ducer in the N. E. Scott agency of the 
Kansas City Life in Washington, is 
made state manager. He has been work- 
ing with Dr. Scott since 1920. 

Earl Shahan is made Mississippi state 
maanger. He made his first contact 
with the company as a home office em- 
ploye in 1928. He went to Mississippi 
first as cashier and then became agency 
supervisor in 1930. 








Named by Old Line 


The Old Line Life of America, Mil- 
waukee, has appointed O. H. Stoner 
general agent at Naperville, Ill. Mr. 
Stoner has operated a general insurance 
agency there for many years and has 
apointed Harvey W. Krueger manager 
of the life department. 





Opens Harlingen, Tex., Agency 
The Texas Prudential has opened an 
ordinary office at Harlingen, Tex., under 
the management of Bob Crow of Har- 
lingen and W. C. Biggs, who was a 
supervisor with the National Life in 
California 12 years. 





Traywick Corpus Christi Manager 


J. R. Traywick has been appointed 
Corpus Christi, Tex., manager of the 
Fidelity Union Life of Dallas, 





Named Colorado Superintendent 


F. C. Loossee, for the last three and 
one-half years a district manager for the 
Continental Assurance of Chicago, has 
been appointed superintendent in Colo- 
rado for the Colorado Life’s life depart- 
ment. He was with the Travelers for 
seven years. 


Rymph Named at Wichita 


L. B. Rymph has been appointed dis- 
trict agent of the Aetna Life at Wichita 
for southwest Kansas under O. T. Crop- 
per, general agent at Topeka. Mr. 
Rymph has been a leading producer with 
the A. J. Lynn general agency of the 
Massachusetts Mutual at Wichita for a 








number of years and is a director of the 
Wichita Life Underwriters Association. 
His office is in the Bitting building. 





Knowles Named at Columbus 


H. L. Knowles has been appointed 
general agent of the Franklin Life at 
Columbus, O. 


C..J. Watkins Named 
The Farmers & Bankers Life has 
named C. J. Watkins general agent in 
Kansas City, Kan., with offices in the 
Merriam building. 








Life Agency Notes 

J. G. Harty, who resigned as Syracuse, 
N. Y., general agent for the Berkshire 
Life, has the W. B. Stark agency of the 
Home Life. 

H. B. Wagoner, for many years gen- 
eral agent for the Ohio National Life at 
Long Beach, Cal., has joined the W. M. 
Sandison Company, Long Beach local 
agency, as manager of its life depart- 
ment, which will represent the Ohio Na- 
tional. 


Pilot Life’s Convention Held 


Some of the High Lights of the New 
Orleans Gathering of Qualified 
Field Men 








The most successful agency conven- 
tion ever held by the Pilot Life of 
Greensboro, N. C., is reported by the 
officials and approximately 100 agents 
who attended the three-day meeting at 
New Orleans. 

The. convention was opened with J. 
M. Waddell, agency manager, presid- 
ing. Dr. E. G. Simmons, vice-president 
of the Pan-American Life of New Or- 
leans, extended a welcome to the city. 
He was introduced by . C. Smith, gen- 
eral counsel of the Pilot. Then came 
the address by President E. C. Green, 
and the presentation of awards by Mr. 
Waddell. Awards went to the following 
in the “Pilot Handicap,” agency tourna- 
ment which came to a climax with the 
convention: E. S. Yarbrough, Durham, 
N. C., general agent, national individual 
championship shield; Charlotte agency, 
under the supervision of W. M. Gor- 
don, the national agency championship 
shield, and the shields to the following 
agencies which won in each division of 
the contest; First race, Charlotte; sec- 
ond, Durham, under E. S. Yarbrough; 
third, Roanoke, Va., under A. ‘C. Elder; 
fourth, Williamston, N. C., under H. P. 
Mobley; fifth, R. M. Whitfield indus- 
trial staff of Norfolk, Va.; sixth, W. L. 
Gilreath industrial staff of Anderson, 
Sui. 

Awards te Top Producers 

Silver loving cups were presented the 
following officers of the Pilot Club of 
top producers; R. O. Browning, Bur- 
lington, N. C., general agent, president; 
T. L. Simmons, Rocky Mount, N. C., 
general agent, first vice-president; and 
A. C. Stuart, Winston-Salem, é 
general agent, second vice-president. 
Mr. Browning was the 1936 leader in 
paid-for volume, and Mr. Stuart’s 
agency led in 1936 for volume of busi- 
ness. 

Pilot Club President Browning pre- 
sided over one morning business session 
at which time President Green spoke on 
the remarkable progress of the Pilot 
Life during the past year. Also on the 
same program were W. A. McGirt, Wil- 
mington, general agent; Secretary J. W. 
Carson; T. K. Knight, Columbia, S. C., 
general agent, and W. B. Kesler, Salis- 
bury, N. C. general agent. 

The McAlister ‘Clan, with a member- 
ship based on quality business, held a 
luncheon for its members. President 
Green is honorary chieftain of the clan 
and R. C. Simpson, Greenville, S. C., 
general agent, is chieftain. Honorary 
members include Agency Manager J. 
M. Waddell; Vice-president, H. F. 
Starr; Secretary J. W. Carson; Actuary 
C. H. Benson and Agency Secretary L. 
L. McAlister. 





General 
Agency Openings 
for Illinois 


Liberal first year commission 
and non-forfeitable renewal 
commission. 


Assistance in the Field, Home 
Office co-operation, Radio 
Advertising. 

Writing complete line of Mod- 
ern Policies, all standard pro- 
vision. 

Ages 0-65. 

Double Indemnity, Triple In- 
demnity, Disability, non-med- 
ical. 


For particulars write 


BUILDERS LIFE 
INSURANCE COMPANY 


BUILDERS BLDG. 
228 No. La Salle St. CHICAGO 


WBBM every Sunday 12:45 Central 
Standard Time. 














Desirable 
Territory 


ILLINOIS 


and 


INDIANA 


with a sound 
progressive organization 


& 
Write to 
RURAL BANKERS 


Life Insurance Co. 


610 Sherland Building 
South Bend, Indiana 


RURAL BANKERS 


Life Insurance Co. 
1106—130 N. Wells Street 
Chicago, Illinois 
John V. Sees, Presidens 
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High Honor for Dallas Chief 


Aetna Life People Pay Tribute to W. 
G. Harris, Because of His 
35th Anniversary 








DALLAS, Feb. 11.—Aetna Life ex- 
ecutives from both the home office and 
Texas joined to honor W. G. Harris on 
his 35th anniversary as general agent in 
Dallas. Heading the group was S. T. 
Whatley, vice-president, and with him 
were General Agents Joseph S. Smith, 
Houston; Elmer Abbey, San Antonio; 
and A. L. McKnight, El Paso. 

Eighty field men from Mr. Harris’ 
territory attended the meeting held dur- 
ing the morning and the luncheon which 
concluded the event. It was announced 
that the agency had paid for $5,500,000 
of life insurance during the special drive 
held during the thirty-fifth anniversary 
year. 

Mr. Harris was the first general agent 
appointed by the company in Texas and 
when he started he had the entire state 
under his supervision. However he re- 
leased portions of his territory and he 
now supervises the northeast section. 
The company now has more than $160,- 
000,000 in force in the state while the 
Harris agency had $49,000,000 on its 
books. J. L. LaPrelle, assistant general 
agent, has been associated with Mr. 
White for more than twenty years. 


Protective Life in Texas 


DALLAS, Feb. 11.—Considerable 
progress in development of the Texas 
field is reported by the Protective Life 
of Birmingham, through A. C. Wellman, 
vice-president and B. R. Langley, Texas 
supervisor, both of whom have been re- 
cent Dallas visitors. While here they 
conferred with G. C. McClellan, who re- 
cently was appointed general agent with 
headquarters in Dallas to succeed the 
late P. A. Bywaters. 

Mr. McClellan formerly was with the 
Northwestern National Life in Dallas 
and prior to that was in the automobile 
business. The company also has moved 
its premium colection office from Waxa- 
hachie to Dallas and it is developing a 
special women’s department under the 
direction of Mrs. W. B. Whitefield who 
was asociated with the company in 
Waxahachie for several years. 


Referee Studies Evidence 


ST. LOUIS, Feb. 11.—The trial of 
the receivership suit against the Missouri 
National Life is practically concluded be- 
fore Special Referee Mix. There is a 
possibility that some of the witnesses 
may be recalled later. The testimony 
will be studied by Mr. Mix who later 
will make a recommendation and report 
to Circuit Judge Kirkwood. 





| Shows Assured Also Bound by Application 





L. L. Bomberger, attorney, discussed 
representations in the application for a 
life policy, at the monthly dinner of the 
Chicago Life Insurance Lawyers Asso- 
ciation. Mr. Bomberger is from Ham- 
mond, Ind. 

He outlined how the assured is con- 
clusively bound by his representations, 
saying there are several different schools 
of thought on this. He cited a number 
of cases to show that the applicant is 
bound to know what he signs and hence 
the application cannot be impeached. 
Furthermore, retention of the policy 
when the copy of the application is at- 
tached is equivalent to a ratification of 
all the misstatements in the application, 
although on this point authorities have 
not been in harmony. The New York 
appellate court has ruled that applicants 
may point out an error or intentional 
concealment by a physician or agent 
which is not the result of an agreement 
between them and the applicant, and 
various other methods of avoiding the 
effect of misrepresentation when the 
= is presented to company offi- 
cials, 


Affects Company, Assured 


Mr. Bomberger said the uniform re- 
quirement statute, ordering that the 
policy and the application, a copy of 
which is attached to the policy, be the 
entire contract, was enacted to protect 
the assured from having an alleged mis- 
statement brought out many years later 
by the companies to fight a legitimate 
claim. However, the assured becomes 
obligated to the company in that he can 
no longer avoid the effects of misrepre- 
sentation on the ground they had not 
been brought home to him. 

He brought out several cases to show 
that when the assured receives his 
policy it is his duty to read it or to have 
it read lest the medical examiner or 
agent have incorrectly recorded his 
answers to the questions in the applica- 
tion, a copy of which must be attached 
to the policy. It is the assured’s duty 
to have errors corrected before he ac- 
cepts the contract. Under other rulings 
the assured cannot claim that he did not 
understand the question in the applica- 
tion, in presenting the claim later, when 
the company resists it on the ground 
there were false or erroneous answers 
in the application. It has been held by 
several courts that while he may not 
have understood the question when he 
was making out his application and 
hence have given the wrong answers, 
by reading the policy and the applica- 
tion or having it read to him when he 
receives his contract, he should ascer- 
tain the errors and have them corrected, 
if they have been made inadvertently. 

Prior to the enactment of the New 
York statute of 1907, which was fol- 
lowed by a number of states during the 
next few years, which required the copy 
of the application and the policy should 
constitute the entire contract between 
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the company and the assured, the as- 
sured cannot impeach the application 
attached, since if he could the statute 
would have no meaning. It is only fair 
to bind the applicant as well as the com- 
pany after the assured has accepted his 
contract. Thus the applicant becomes 
as much bound and estopped by -his 
written application as the company does 
by its policy, and there is no question 
of ambiguity nor uncertainty in the 
written contract which includes the ap- 
plication. 


Common Law Principle 


This is also a principle of common 
law, Mr. Bomberger mentioned, citing a 
case. That is, that the common good 
requires that it shall be conclusively pre- 
sumed in an action at law, in the ab- 
sence of deceit, that the parties have 
committed their real understanding to 
writing. Hence, evidence that is merely 
oral is rejected, when its effect is to 
vary or contradict such expressed un- 
derstanding. 


C.L.U. NEWS 


PEORIA MEETING 


The Peoria C. L. U. met last week, 
the speaker being E. M. Schwemm, 
manager Great-West Life in Chicago 
and vice-president of the Chicago C. L. 
U. He told about the Chicago activi- 
ties, how meetings are conducted and 
pointed out the benefits of the C. L. U. 
training. He declared that ambitious 
men in an agency were attracted to the 
C. L. U. movement. He concluded his 
talk by enumerating “What’s Wrapped 
Up ina Life Policy.” J. H. Roth, Jr., 
president of the Peoria chapter, pre- 
sided, 











iki cake Ge 
DISCUSS SETTLEMENT OPTIONS 
At the Los Angeles C. L. U. meeting 
there was an open forum discussion on 
settlement options. 
* OK OX 
DISCUSS PENSIONS IN CLEVELAND 


An all-day session was held by the 
Cleveland C. L. U. to discuss pension 
trusts and other subjects. 











Chicago Association Group 
of Women Names Chairman 








Maud Dimock of the L. H. Tracy 
agency, New York Life, was unapi. 


mously chosen chairman of the woman’; ance, 
division of the Chicago Association oj now 
Life Underwriters for the ensuing year, pane 
She succeeds Edna Kaufmann of the — 
Stumes & Loeb agency, Penn Mutual, nade 
who becomes sub-chairman of the eo 
woman’s division of the National as. foren 
sociation. = abilit 
Several officials of the woman’s qj. T. 
vision gave brief talks at the luncheon, Amel 
Sara Frances Jones, Sloan agency of ciden 
the Equitable Life of New York, ou. Be  “! 
lined aims of the division and said there Be — 
cont 


are now 12 units of this type in th & 
country, with 225 women enrolled, Dj. ‘“@" 


visions were organized during January "°° 
at Pittsburgh and Cleveland, and it js not < 
hoped to double this during 1937. Mis Bt | 
Jones has been sub-chairman unde Be %o"" 
Helen Rockwell, National of Vermont, — sured 
‘Cleveland. E excel 
‘ - - ‘ » opme 
Brief discussions were given on ciden 
wealthy women as prospects and on Noth 
general prospects. In the latter case own 
women producers were advised to watch nothi 
newspaper items, especially the society than 
pages for weddings, as well as the busi an ac 
nes section for announcements of in. 
heritances. In the former case the hus “In 
band is a likely prospect for a life pol- age 
icy, while in the latter the heir may be icyho 
sold on the advantage of investing his B on tl 
inheritance in an annuity. What 
Wealthy women may have a number comp 
of uses for life insurance, especially for B Sit ba 
philanthropy or to raise money to pay F” an 


federal and state inheritance taxes, 5» — >. 
- injure 














Officials Have Been Promoted 




































that their heirs will not find the estate — =”. 
:  pathiz 
depleted to pay these levies. D ing th 
Producers were urged to avoid flat- FB appre 
tery in canvassing women, particularly F  notifi 
those of wealth. It was pointed out fF Help 
that they receive much of this daily and you ; 
are likely to resent it in a business we al 
transaction involving a large sum of fF accid 
money. » you? 
The speakers were Miss Jones, Miss F 
Joy Luidens, secretary Chicago associa f~ Hi 
tion; Miss Kaufmann, Miss E. O. Sor- stand 
enson, House agency of the John Han- policy 
cock, Mrs. V. H. Adams, Tracy agency comp: 
New York Life; Blanche Gatzert, Mu-F% mate 
tual Benefit Life; Miss Dimock ani > % wea. 
Mrs. Helen M. Thomas, Kemp agent | @ ing 
Equitable Life of New York. insura 
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Cc. M. EDDY 


C. M. Eddy has been elected secretary of the group department of the Co 
necticut General Life, having been assistant actuary since March, 1928, 
since September, 1936, executive head of the group department. 
is made financial secretary, having been with the company since 1917. 


he was made assistant secretary. 
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i Ff Fairer Decisions 
man Seen in Disability 
Tracy (CONTINUED FROM PAGE 3) 
unan- Be once, and with this volume of business 
man’s z i i - 
: now no longer written by the life com 
On of B® panies, the opportunity of accident and 
"year, health companies is apparent,” he said. 
of the “Not only have the old line life com- 
‘utual, panies gone out of the disability busi- 
the ness, but the Pacific Mutual, one of the 
al as. foremost writers in this country of dis- 
5 ability coverage, has suffered reverses.” 
’s de fe oT R Keucher, Indemnity of North 
cheon, America, spoke on the claim end of ac- 
cy of cident and health. 
out ae “There is no question that more per- 
pe | sonalized claim service can be given in 
in the fe Connection with accident and health in- 
d. Di. ee Surance than any other form of insur- 
nuary ance,” Mr. Keucher said. “This service 
l itis » not only enables the broker to retain 
Mis | the business now on his books but to 
under | secure other lines from the same as- 
ae ' sured. It also enables him to secure 
‘@ excellent prospects for the devel- 
' opment of additional business, both ac- 
n on cident and health as well as other lines. 
id on J Nothing is so personal to a man as his 
case MH own injury and his own illness, and 
watch F nothing will make a greater impression 
‘ociety JF than good service in connection with 
. busi: [Ean accident and health claim. 
of in- q “Know Your Coverage” 
e hus ' “In the first place, know your cover- 
€ po: B® age. What then should we do? A pol- 
lay be ' icyholder is injured, his wife calls you 
ig his B on the phone or writes you a letter. 
| What should you do? Call the insurance 
umber @ Company? Yes, by all means. And then 
ly for & Sit_back and wait for developments? No! 
© pay F See your policyholder if at all pos- 
es, 50 ie sible just as soon as you can after he is 
aie a injured. The mere fact that you sym- 
_ pathize with him to the extent of tak- 
| ing the trouble to call him will alone be 
1 flat- F appreciated. Have your company’s 
ularly F? notification of injury blank with you. 
cd out Help him fill it out. Tell him ‘I’m sorry 
ly and you are hurt, Mr. Jones, but I know 
isiness we are both glad that I sold you your 
im of accident policy. Now, what can I do for 
you? Do you need any money?’ 
Miss k: Getting Advance Payments 
“* “Here I would like to mention the 
oo standard provision clause No. 10 of the 
oa policy. This clause provides that the 
Mc f 2 Company will at the assured’s request 
; and make payment of indemnity every four 
‘vency (a weeks during the time a claim is pend- 
gency FS ing. It forms a part of every accident 
)nsurance policy written today. I be- 
——| = lieve, however, that indemnity in some 
cases should be paid weekly, if neces- 
> sary, and I have seen cases where it was 
_J8 paid in advance in order to defray bills 
for hospitalization and nursing service. 
© “We sell a man a policy with the 
} thought that it will take care of him in 
time of need and certainly there is no 
logical reason against making the in- 
demnity available right when he needs 
It. So, if you find a man badly in need 
of money to take care of bills, take it 
up with your insurance company and I 





am sure they will all be glad to take 
care of the case for you. 





: : Mention Unusual Circumstances 


_ Then, when you have the informa- 
tion required by the notification blank, 
see that it reaches the company 
Promptly, accompanied by a letter set- 
ting forth any information you secure, 
especially concerning unusual circum- 
stances. Aside from the fact that prompt 
notice makes for prompt settlement, this 
information will assist the company in 
making up its claim file, fixing reserves, 
and getting the case in line for payment. 

‘See that the company’s statement of 
aa to be executed by the assured and 

€ physician upon termination of dis- 
age or whenever partial payment is 
adh De made reaches the assured 
a mptly, either personally or with a 

ferv note wishing him a quick recov- 
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kmot with him, en but do keep in touch 





likeli} especially when there is a 
ee ee that he will be disabled for 
some time. Those of you who have been 










disabled probably know how monot- 
onous a day can be and how much a 
call is appreciated. 

“If no partial payment is desired and 
the disability is over, you can then be 
of real assistance to your policyholder. 
Help him check his policy, make sure he 
is claiming the proper amount—not too 
much and not too little. Help him fill 
out the blank correctly so that he is 
entirely a satisfied claimant when the 
check reaches him and not a dissatisfied 
one.” 

Among other things, the agent should 
be sure, in filling out the blank, to des- 
ignate a. m. or p. m. in giving the time 
when the disability began and ended, 
as in many cases failure to do this re- 
sults in underpayment of a day’s in- 
demnity. Also the agent can help in 
making clear to the assured what con- 
stitutes partial disability. Partial dis- 
ability is the inability to perform just 
one important daily duty and mere pain, 
physical inconvenience or continued 
treatment by a physician are not in 
themselves the basis for indemnity, Mr. 
Keucher said. 

L. W. Winslow, accident and health 
manager Fireman’s Fund Indemnity, 
was chairman. 


N. Y. Code Won’t Be 
Ready This Year 


(CONTINUED FROM PAGE 3) 


and maintaining reserves even though 
there is no express requirement in the 
statute. 

There is a strong argument, he said, 
for investing discretionary powers in the 
superintendent to expand or contract in- 
vestment limitations. However, the de- 
partment is not considering such a 
recommendation at this time. The de- 
partment will attempt to meet changed 
conditions by amendments to the law. 

The department believes that some 
statutory check should be provided to 
curb the use of subsidiary or affiliated 
corporations to accomplish indirectly 
for an insurer what is prohibited under 
the law as a direct act of the insurer. 
The department believes that an insur- 
ance company should not trade in 
speculative securities through the 
medium of investment or security sub- 
sidiaries and affiliates. In recent years 
it has been found that advances to 
subsidiaries and affiliates have in some 
cases weakened the financial structure 
of insurance companies. Some serious 
litigation has arisen in this connection. 

Possibly some subsidiaries and inter- 
mediate holding companies may be 
eliminated as the result of recent amend- 
ments to the federal revenue act. 

Mr. Pink reviewed the controversy 
over convention examinations. He re- 
called that the latest suggestion of the 
New York department had been ac- 
cepted by the other commissioners. 
That is, to have the committee on exam- 
inations of the National Association of 
Insurance Commissioners name_ three 
representatives of other states to act as 
advisers and observers in the examina- 
tion of the Metropolitan Life and one 
other representative to act in the same 
capacity in the examination of another 
smaller company. The New York de- 
partment believes that these represen- 
tatives can follow the progress of the 
examination at first hand and make 
such independent investigations as they 
wish. When the work is completed 
they may adopt the examination report 
of the New York department as their 
own if they are satisfied with it, and if 
they are not satisfied, they may prepare 
separate reports for their own state or 
comment on the New York department 
in supplemental memoranda. All of the 
purposes of a joint examination, he 
stated, would be served by this pro- 
cedure, but at the same time the full 
integritv of the New York examination 
would be preserved. 

The real estate bureau of the depart- 
ment, from Nov. 16, 1935, to Nov. 15, 
1936, obtained appraisals of 1,227 prop- 
erties located in all parts of the country. 
The large increase in company holdings 








of real estate has necessitated more ex- 
tensive examinations. The bureau is 
making surveys of territories in which 
companies have concentrated holdings. 
In such cases it has substituted as far 
as practicable inspections of properties 
for complete appraisal. This is the only 
practical method for surveying the real 
estate and mortgage holdings of somé 
of the larger companies. These surveys 
are supported by a limited number of 
actual, complete appraisals. 

The life companies operating in New 
York have increased their real estate 
holdings from $282,881,557 on Jan. 1, 
1930, to $1,616,080,123 on Dec. 31, 1935. 

In 1936 real estate conditions have 
shown some improvement, he said. 
There is a lessening of forced sales and 
there has been a better rental condition. 
There is greater activity in the real 
estate market and occasional better 
prices. 

Mr. Pink touched on the matter of 
uniform forms. He referred to the 
study being given to the fire contract, 
life, health and accident forms, fraternal 
forms, and he stated that attention is 
now being directed to the possibility of 
standardizing general liability insurance 
contracts. 

Superintendent Pink calls attention to 
the fact that headway was made last 
year in clearing away some important 
matters inherited from the depression 
and carrying out the theory of insurance 
supervision in that there is room in the 
business for only those, whether they 
be companies, agents, or brokers that 
are financially solvent and morally re- 
sponsible. The only active company 
taken over by the department last year 
was a small assessment life, health and 
accident concern. 


Unauthorized Insurance 


The report deals with unauthorized 
insurers bringing up the difficulties of 
dealing with concerns of this type. It 
finds that most of the unauthorized 
insurance comes from solicitation by 
mail. There are two major avenues of 
approach to the mitigation or elimina- 
tion of this problem, he thinks. First 
is the education of the public to the 
disadvantagement of commitments with 
such carriers. The other approach is 
prosecution of representatives of unau- 
thorized insurers who may solicit such 
business within New York. 

Superintendent Pink calls attention to 
reduced dividends of participating poli- 
cies and he asserts that they should not 
only be based on present excess earn- 
ings but also should be viewed from the 
standpoint of future prospects, measured 
by present conditions. A company, he 
declared, would not appear to be justi- 
fied in increasing or even maintaining 
the investment factor in its dividend 
formula when the investments that it is 
now making indicate that such factors 
cannot be permanently maintained. He 
said that the plight in which one large 
company found itself last year was due 
to too little consideration to future de- 
velopments clearly indicated in advance. 
The department adheres to its already 
expressed opinion that when a com- 
pany’s situation justifies a reduction 
there should be no hesitation in revising 
dividend scales in the interest of ulti- 
mate safety. 


Consideration of Dividends 


Since 1929 the department has taken 
the position that companies suffering 
severe losses under total and permanent 
disability benefits should give considera- 
tion to these losses in the apportionment 
of profits for dividend purposes. The 
position of the department has been 
upheld by the recent decisions of the 
oe of appeals in Rhine vs. New York 
Life. 

In speaking of life insurance rates 
Mr. Pink says that under the existing 
law the lowest rate of interest at which 
reserves may be set up is 3 percent. 
While the time has not arrived when 
any change from this standard should 
be made, the report says, the depart- 
ment is prepared to give serious consid- 
eration to an amendment which would 
permit an assumed rate of interest lower 





than 3 percent, should future conditions 
warrant it. The use of participating 
contracts for single premium annuities, 
the report says, affords a _ greater 
measure of safety because a cushion is 
provided in the higher rates to take care 
of unforeseen contingencies. 

Federal bonds, he said, now comprise 
more than 15 percent of the assets of 
New York companies and are approxi- 
mately double the percentage held at 
the end of 1934. No change, Mr. Pink 
says, has taken place in the holdings of 
other types of bonds although there has 
been a further slight decrease in invest- 
ments in railroad bonds and stocks and 
a small increase in utilities. The mort- 
gage investments have continued to de- 
crease, the total now being about 20 
percent of the assets as against 27% 
percent at the end of 1934. The average 
yield on government bonds is lower 
today than it was a year ago. Records 
of the five largest companies show that 
90 percent of the increase in the total 
assets in 1934 was represented by in- 
creased investments in government 
bonds, while in 1935 the figure was 77 
percent. 

There has been marked improvement 
in the railroad bonds. There has been 
a substantial decrease based on present 
market values in the amount of loss 
which might ultimately have to be sus- 
tained for these bonds. The real estate 
situation, Mr. Pink says, continues to 
present a problem and as business con- 
ditions improve the number of sales has 
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increased. Some companies are under- 
taking aggressive selling campaigns to 
dispose of their real estate while others 
believe it advisable to wait a better 
market before attempting to sell their 
more desirable properties. 


Vindicates Prediction Made 
at 1936 Managers Meeting 





(CONTINUED FROM PAGE 1) 


two years, eliminating the first three 
months of gach. 

Aside from the first three months of 
1935 and in 1936, the last nine months 
of 1936,showed Metropolitan issue in 
ordinary 10 percent better than the last 
nine months of the preceding year, 
while that of other companies for the 
corresponding period was 1 percent less. 
The Metropolitan issued in 1936 $1,- 
004,416,000 in industral business or .8 
percent less than in 1935. 

Of approximately $165,000,000 paid out 
in death claims in 1936, 6,494 claims 
amounting to $1,808,000 were on pol- 
icies in force less than three months; 
4,816 claims for $1,776,000 on policies in 





force less than six months and more 
than three months and 8,546 claims for 
$3,910,000 on policies in force more 
than six months and less than one year, 
or a total of 19,856 claims for $7,494,000 
where the policies had been in force 
less than one year. 


Industrial Mortality Higher 


The death rate among premium-pay- 
ing industrial policyholders was 8.4 per 
1000 which was very slightly higher 
than the rate for 1935, which showed 
the lowest mortality ever recorded in 
the industrial department. Expectation 
of life among industrial policyholders at 
birth is now more than 60 years. In 
1911 the expectation among these pol- 
icyholders was 46.6 years, so that the 
expectation of the Metropolitan’s in- 
dustrial policy-holders has _ increased 
about 13 years. Corresponding increase 
in the general population of the United 
States has been about eight years. 

Mr. Lincoln reported very encour- 
aging results on the lapse rate for 
monthly industrial business, the average 
monthly industrial lapse per $100 of 
debit showing an improvement of 20 
percent, the best lapse rate for any year 
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in the history of the monthly debits. 
The lapse rate on the weekly premium 
business was the most favorable for any 
years since 1923. 

The improvement was also noted in 
the percentage of family heads carry- 
ing life insurance. Data based on a 
survey, though not purporting to repre- 
sent the whole business of the company 
but nevertheless believed to be indica- 
tive of the general situation, showed 
that 93 percent of the heads of fam- 
ilies of which Metropolitan agents make 
their calls carry some amount of life 
insurance. In 1924 a similar survey 
showed that only 87 percent carried 
such insurance. Furthermore, it was 
found that the total amount of life in- 
surance in all companies of the heads 
of families averaged $1,557 in 1936 as 
against $1,218 in 1924. 

“It is gratifying to see better atten- 
tion given to insurance on heads of 
families and the alert field man _ will 
not overlook the opportunity and the 
propriety of placing ordinary insurance 
in most such cases,” said Mr. Lincoln. 


No Jump in Surrenders 


Notwithstanding the announcement 
made early in 1935 that policies issued 
prior to 1907 would be eligible for cash 
surrender values, and the announcement 
of June 30, 1936, making policies eight 
years in force also eligible, the amount 
of cash surrender values paid during 
1936 was 9 percent less than during 
1935, Mr. Lincoln revealed. These fig- 
ures are based on the amount paid and 
a comparison based on the number of 
policies reflects even greater improve- 
ment. 

The number of policies surrendered 
for cash in 1936, was not greatly in ex- 
cess of the number paid in 1930 and 
was less than the number paid in any 
year subsequent to 1930. The peak in 
number of policies surrendered for 
cash occurred in 1932 and the number 
of policies surrendered for cash in 1936 
was 37 percent less than during that 
year. 


Drop in Policy Loans 


Ordinary policy loans granted in 1936 
were 19.98 percent fewer by number and 
16.28 percent less in amount than in 
1935. The number of policy loans 
made was less than in any year since 
1930. 

The cash repayments of policy loans 
were 69,400 for an amount of nearly 
$22,400,000 while in 1929 the number 
of repayments was 22,800 for an amount 
of nearly $5,800,000. 

A tremendous improvement in the 
lapse rate for ordinary business was 
reported in 1936. 


Optional Settlements Up 


The percentage of death claims pay- 
able under optional modes of settle- 
ment has increased very materially 
since 1928 Mr. Lincoln said. The to- 
tal at the end of 1936 was about $59,- 
000,000. Consideration received for 
supplementary contracts as compared 
with the total amount of death claims 
and matured endowments in 1928 was 
2.2 percent while in 1936 it was $22,- 


.000,000 or 17.3 percent. 


While there are no figures available 
as to optional settlement in the files 
which have not yet become claims the 
figures on optional settlements actually 
in operation indicate an increasing ap- 
preciation on the part of policyholders 
of the various opportunities available 
— these provisions, Mr. Lincoln 
said. 

The trophy offered by the Veter- 
ans’ Association for all ’round superior 
performance was won last year by 
Manager Goodman N. Isenberg of the 
Passaic, N. J. district. The winner of 
the company banner for city office ac- 
count leadership was won by Manager 
H. V. Jalass of Detroit. Leading man- 
agers in various territories were Great 
Lakes, Gerald Oppenheim, Chicago; 
metropolitan (New York City), J. H. 
Behrmann, Westchester, N. Y.; great 
eastern, J. F. Markin, Greensburg, Pa.; 
central, S. W. Richman, Cleveland; Pa- 
cific Coast, J. O. Klein, Burlingame, 





Cal; southwestern; Max Leifer, Kan- 
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RECORDS 


oe 
State Mutual Life—January paid by. 
ness gain of 11.33 per cent brought 4 
17 the number of consecutive increase 
made over the preceding year. Begip. 
ning in September, 1935, it showed jp. 
creases every month in 1936, to end th 
year 13.32 per cent ahead of 1935, 
Home Life—January business top. 
ped all previous monthly records for the 
past five years. In paid business, Jap. 
uary was 19 percent ahead of the san 
month in 1936. The month was uniqy 
in that both the first and last working 
days set new marks in business issued 


Security Mutual N. Y.—January jp. 
crease of 12 percent in submitted bys. 
ness and 18 percent in paid business 
over January, 1936. 

Phoenix Mutual Life—Gain of 24 pe. 
cent in paid ‘business in January, |) 
1936 the Phoenix Mutual reported a gaiy 
of 16 percent in paid business. 

Great-West Life—January writer 
business gained 25 percent over Jan 
uary, 1936. 


Union National Life, Neb—Ney 
business issued in 1936 totaled $2,452. 
000, an increase of 34 percent. Assets 
increased a third. 

S. S. Northington, Connecticut Mutu 
Life, Los Angeles—January increase of 
100 percent in volume of paid insurance, 

A. M. Embry, Equitable Life of New 
York, Kansas City—Paid for $1,297,00) 
in January, compared with $1,251,000. 
year ago. 

Howard A. Austin, Prudential, Kansas 
City, wrote $406,727 of business in Janu 
ary, compared with $289,117 a year ago. 
Twenty-two applications for $66,00) 
were submitted on his birthday. 

J. H. Birmingham, Phoenix Mutual, 
Kansas City, Mo.—Exceeded 1935 busi- 
ness by $400,000. New premiums gainei 
43 percent. New premiums in 1936 ex 
ceeded those for any year since 19. F 
January, 1937, new paid premiums er 
ceeded those of any January in the last F 
12 years. Eg 

J. J. Patterson, Oregon Mutual Life F 
Seattle. — Reports 17 percent gain for 
year. 

0. Sam Cummings, Kansas City Life 
Dallas, Tex.—In the 8% years under its 
present management, the agency has pro: § 
duced $102,734,952, an average of a little 
over a million a month. Ben Epstein § 
Houston manager, led the state in prof 
duction in 1936 with business totaling 
$995,000. : 

H. G. Hewitt, Northwestern National F 
Life, Texas.—Agency was again seconi 4 
in the United States in total sales inf © 
1936. H. W. Grosse of Houston was leai-F 
ing agent for the state for the thiif 
successive year. 
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Dale Carnegie’s New Book 


Simon & Schuster, 306 Fourth avt 
nue, New York City, publishers of tht? = 
well known “How to Win Friends af” 
Influence People,” by Dale Carnegie, > 
port a very good circulation for thif 7 
publication. It sells for $1.96 and cap ~ 
be secured from THe NatIonAL UND 
wriTER. This is more or less of a text 
book and is being used by some of th 
public speaking classes in Chicago. Mt i 
Carnegie is president of the Carntgt ™ 
Institute of Effective Speaking & Ht 
man Relations. He is author of a num 
ber of books. 

Some of the interesting chapters, thet) 
being 37 altogether, deal with “The Bis g 
Secret of Dealing with People,” “S*] 
Ways to Make People Like You !t 
stantly,” “An Easy Way to Become 
Good Conversationalist,” “How to & 
Cooperation,” “How to Criticise and No 
Be Hated for It,” etc. 















sas City, Mo.; New England, A. D.@ 
Wood, Winchester, Mass.; southet = 

L. Killen, Albany, Ga.; Canadiah i 
W. C. McCreery, Peterborough, Can. 











Dave Noble of the Will F. Noble anil 
eral agency of the New England ae 
Life in Omaha has taken office as Pre 





dent of the Young Men’s Business As” 
ciation of Omaha. 
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~~ LEGAL RESERVE: FRATERNALS 
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N. F. C. Section Programs 





| Secretaries Group to Meet Feb. 22 in 


Chicago During Two-day Gathering 
There 





Program of the Secretaries’ section 
National Fraternal 
Congress Feb. 22 at the Palmer House, 


» Chicago, the first day of the two-day 
' midwinter convention of the N. F. C. 
| sections there, is announced. President 
' A. P. Cox, Artisan’s Order of Mutual 
' Protection, will be unable to attend on 
- account of illness. 


The program is: 

G. A. Comstock, secretary Equitable 
Reserve, “Auditing Accounts of Local 
Secretaries ;” . V. Sees, secretary 
“The Field Force;” A. 
W. Franklin, secretary Order of United 
Commercial Travelers, “Teamwork in 
Business; Dr. C. M. Roan, secretary 
Lutheran Brotherhood, “Responsibility 
of an Official for Proper Investment,” 
and S. A. Oscar, secretary National 
Mutual Benefit, on a current subject 
not announced. 

Programs of the Press Section, Fra- 
ternal Society Law Associations and 
Fraternal Field Managers Associations 
previously were presented. 

The Presidents Section, with T. H. 


q Walters, Junior Order of United Amer- 
» ican Mechanics, 


presiding will meet 


4 both days, periods of joint meetings 
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' with 


| president of the Press Section, and N. 
J. Williams, 


_ A. Willo, Youngstown, O.; 


the other sections 


scheduled. 


Actuaries to Gather 


also , being 


‘The Fraternal Actuarial Association 
will meet the first day, W. M. Curtis, 
the president, to be in the chair. Several 
papers will be read. The Medical Sec- 
tion’s program will consist largely ot 
round table discussions, Dr. A. M. Lim- 
burg, medical director A. O. U. W. of 
North Dakota, presiding, assisted by 
Dr. Tracy H. Clark, medical director 
National Union Assurance, Chicago, 
the secretary. 

The N. F. C. meeting will be pre- 
ceded by a gathering of the executive 
committee, Sunday, Feb. 21, in the suite 
of President S. H. Hadley in the Pal- 
mer House. 

R. B. McCain, Ben Hur Life, is 
vice-president Equitable 
Reserve, is president of the field man- 
agers group. Officers of the law asso- 


' Ciation are: President, A. G. Calhoun, 


Memphis, Tenn.; past president, H. W. 
Adams, Beloit, Wis.; vice-president, J. 
treasurer, 


_ E. W. Dillon, Columbus, O., and secre- 
> tary, R. F. Allen, Topeka, Kan. 





To Meet in Cincinnati 
The Catholic Knights of America will 


s hold its quadrennial session in Cincin- 
nati May 9-12, 


Code Is Discussed 
A committee appointed by President 


John Stock of the Illinois Fraternal 
Congress to consider the proposed IIli- 
Nols insurance code met this week to 
discuss plans for dealing with the code 


Fraternals Should Keep Place 





Pink, in Annual Report, States Societies 
Can’t Become Exclusively Insurers 
and Escape Tax 





Superintendent Pink of New York in 
his preliminary report states that in 
1935 the insurance in force in fraternals 
totaled $4,468,000,000 covering a mem- 
bership of 4,275,000. He calls attention 
to the fact that there are 78,000 lodges 
and that being spread over the country 
they constitute a tremendous socializing 
force. The contributions of these lodges 
in seeking and promoting the welfare 
of their members may very well exceed 
the value of any taxes which the state 
might otherwise rightfully demand and 
collect on their insurance. 

On the other hand, Superintendent 
Pink states if the activities of the socie- 
ties other than insurance are lost sight 
of they would then differ very little from 
mutual life companies and could not 
logically claim that their insurance pre- 
miums should not be subject to taxation. 
He calls attention to one large fraternal 
with a membership of 185,000 with pre- 
miums of $2,900,000 and of this amount 
$127,000 was expended in an intelligent 
health program. It maintains 36 health 
centers, supervised by trained nurses. 
This, he said, is a good instance of a 
balanced benevolent and welfare pro- 
gram for a fraternal. 

However, the report says, some fra- 
ternals are rapidly becoming merely a 
medium for maintaining an agency and 
salaried office force to secure as large 
a volume of insurance as possible. The 
expense rate at which this new business 
is being written shows a wide disparity 
between societies. In the department’s 
opinion this is due to excessive commis- 
sions and bonuses. At times they run 
as high as 80 percent of the first pre- 
mium. He presents a table showing a 
comparison of management expenses per 
$1,000 of insurance for the 11 largest 
societies computed on the assumption 
that the first year expense is between 
five to ten times the renewal cost. 





Mgemt. Mgemt. 
Expense Expense 
Soc per $1,000 Soc. per $1,000 
No. of Ins. : APR 3.76 
Le $1.87 Pe cacudaated 3.96 
BM éeccceee dn 1.94 Be cveccadaus 4.21 
5 2.40 oi ree 5.34 
Cee Ce 2.68 
We Nvesecewan 2.77 Average ..$2.90 
GO davstcevies 3.08 
© aacactaces 3.30 


The New York law, he said, permits 
the use of a reserve standard as low as 
the N. F. C. table where the society’s 
own experience was 4 percent. A great 
majority, he said, have adopted more 
conservative standards such as_ the 
American experience 3% and 4 percent 
table. _It is encouraging, he said, to 
see this conservative standard adopted. 
In 1935, it is estimated that 42% per- 
cent of the total new business written 
by fraternals was on the American 3% 
percent table. 

Mr. Pink states that with the constant 
decline in insurance yield and the low 
return on new bond purchases it is ques- 
tionable whether a fraternal should con- 
tinue to base its rates and reserves on 





as it affects fraternals, 


a 4 percent assumption. Such an 
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assumption means that little or no mar- 
gin is afforded for fluctuation of invest- 
ment income. He said, “Those socie- 
ties which are still continuing the use 
of the N. F. C. table and which are 
experiencing a high mortality should 
carefully consider the adoption of a new 
standard which will more conservatively 
reflect present day conditions.” 

As a result of the enactment of the 
law in 1935 requiring annual valuations 
of outstanding obligations of fraternals, 
the New York department has com- 
menced an initial verification of the re- 
serves as of Dec. 31, last. 





Large Proportion of Juniors 


More than 31 percent of new members 
that joined the Royal League of Chi- 
cago last year, were between ages 16 
and 21, W. F. Traub, head of the society, 
states. The percentage in 1935 was 23 
percent. The 1936 experience shows 
that.the age group 16-25 made up 46% 
percent compared to 43 percent the year 





before. Average age of all new members 
last year was 28.7 years. Reduction of 
10 percent in cost of management is in- 
dicated in tentative figures. Of 114 
children in the junior department who 
matured to age 16 last year, 83, or about 
73 percent, applied for membership in 
the adult department, Mr. Traub said. 


Oklahoma Congress Rally 
Is Addressed by Leaders 


OKLAHOMA CITY, Feb. 11.—The 
annual convention of the Oklahoma Fra- 
ternal Congress is being held here this 
week. S. H. Hadley of Sharon, Pa.,, 
president National Fraternal Congress, 
and head of the Protected Home Circle; 
Noah Watts, Oklahoma City, president 
state congress; T. L. McCullough, Dal- 
las, president Praetorians; J. W. Hay- 
son, Oklahoma City, president Ancient 
Order of United Workmen; Jones Par- 
ker, St. Louis, Missouri commander 











Rovat Neigueors of AMERICA 





@ One of the largest fra- 
ternal benefit societies. 


Membership 
598,014. 


@ Operates home for 
aged dependent mem- 
bers. 


Admitted Assets 
$56,686, 146. 


@ Maintains fraternal 
fund to assist needy 
members. 

Total claims paid 
$87,937,415. 


@ Writes modern forms 
of life insurance for 
women, men and chil- 
dren. 


Insurance in force 
$467,330,469. 


@ Provides free health 
service. 


SUPREME OFFICE 
ROCK ISLAND, ILL. 











FORTY-TWO YEARS 


OF SERVICE 


Royal Neighbors of America was 
chartered as a fraternal benefit so- 
ciety in the state of Illinois on March 
21, 1895. Since that time the society 
has faithfully provided a dual service 
of insurance and true fraternalism for 
members numbering in the hundreds 
of thousands. 


The history of Royal Neighbors of 
America reveals that its fundamental 
principle of twofold service has been 
an outstanding success. This success 
is reflected in the steady growth of 
. the society and in statistics which 
place Royal Neighbors of America 
among the leaders in its field. 
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Forty Years of Praiseworth “y Service 


Genuine Service and Our Modern Policies 
Go Hand in Hand 
Ww 


January, 1937, We Issued Three New Junior Policies:—Ordinary Life, 
Endowment at Age 65 and Educational Endowment at Age 18. 


We Have A Complete Line of Adult Policies—American Experience 
Table of Mortality—3% Interest Basis. 


Maybe You Will Fit Into Our Organization As A Field Representative. 
Write to 


Equitable Reserve Association 
NORTON J. WILLIAMS, Vice President 
Neenah, Wisconsin 
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Maccabees, and R. P. Kunts, Oklahoma 
commander of that order, are among 
the speakers. 


The gathering was welcomed by 
Mayor Martin. Business was_inter- 
spersed with entertainment features. 


Topics of current interest to fraternals 
were discussed. 





Fraternals in Provision 


to Help Flood Sufferers 





Most fratérnal societies, as with the 
old line companies, during the period of 
flood emergency in the Ohio and Mis- 
sissippi valleys, extended the time for 
payment of premiums to those who 
needed, aid. 

The societies threw themselves into the 
work of relief with great industry, since 
beneficial work is of equal importance 
with insurance protection in the frater- 
nal field. Probably without exception 
the societies of the United States looked 
upon the matter of keeping insurance in 
force on flood sufferers as an important 
item in beneficial work. 

The Maccabees’ executive committee 
adopted a_ resolution authorizing Re- 
corder C. L. Biggs to notify recorders 
in the flood area to indicate names of 
all members who could not pay their 
rates because of the flood. The rate 
payments for January in such cases 
will be paid by the general relief fund. 





Order Seeks Law Change 


The Massachusetts Catholic Order of 
Foresters appeared before the insurance 
committee of the Massachusetts legis- 
lature with a request that its insured 
members be allowed to name charitable 
and benevolent organizations as_ bene- 
ficiaries of their policies. The present 
law limits beneficiaries to members of 
the family or others having an insur- 
able interest as dependents. It was 
pointed out many members without fam- 
ilies and clergy who were members de- 





sired to make Catholic institutions bene- 
ficiaries. There was no opposition. 


Manseau Succeeds Duquette 


Charles Duquette, director general of 
the Alliance Nationale, Montreal, has 
resigned because of ill health and Ca- 
mille Manseau has been named to fill 
the vacancy. Mr. Manseau formerly 
was vice-president and is a past presi- 
dent of the Canadian Fraternal Asso- 
ciation. 


Propose Arkansas Tax 
LITTLE ROCK, ARK., Feb. 11—A 


bill to levy 2% percent gross premium 
tax on fraternals was introduced in the 
legislature by Senator Taylor of Clarks- 
ville. The Arkansas supreme court re- 
cently held the societies exempt from 
the tax under present law. 


Todd Wisconsin Manager 


J. M. Todd, district manager Wood- 
men of the World, Omaha, has been ap- 
pointed Wisconsin manager, filling the 
vacancy caused by resignation of C. L. 
Mather, who continues in the field as 
district manager and as financial sec- 
retary of a western Wisconsin camp. 





Gives Conservation Award 


The Insurance Federation of Pennsyl- 
vania at its annual convention June 3-5 
in Pittsburgh will present an award to 
the resident of Pennsylvania doing the 
most outstanding work in the conserva- 
tion of life and property. Jay Jamison, 
executive vice-president of the Reliance 
Life, who is general chairman of the 
convention, said that the federation is 
taking this method of showing the insur- 
ing public that insurance men are more 
interested in conserving life and prop- 
erty than they are in writing additional 
insurance. 


W. J. Newblock, Tulsa, Okla., group 
representative for the General American 
Life, and Miss Betty Sue Thomas were 
married. 
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PACIFIC COAST AND MOUNTAIN © 





“Pacific Insurance” Now 
Makes Its Bow on Coast 


SAN FRANCISCO, Feb. 11.—With 
C. D. Babcock as editor, “Pacific In- 
surance,” of which Jack Piver is pub- 
lisher, has made its initial appearance. 
Patterned after ‘“Time,” the new insur- 
ance journal has 12 pages and cover, 
carrying news of Pacific Coast insurance 
happenings and photos of those promi- 
nent in the business. 

Mr. Babcock returns to a field in 
which he is well known. With the or- 
ganization of the National Automobile 
Club, Mr. Babcock served as manager 
for several years. He was also manager 
of the Insurance Brokers Exchange of 
San Francisco, where he established the 
official publication known as the “Bul. 
letin” and was active in laying the foun- 
dation for the present entente cordiale 
between brokers and agents. Later he 
was with the Fireman’s Fund group for 
four years as advertising and publicity 
manager. More recently he has given 
his attention to special legal and editorial 
work. 


Dinner for Murrells 


Following the arrival in Los Angeles 
from the east of the Murrell brothers, 
Weymouth L. and Thomas G., recently 
appointed California general agents of the 
Mutual Benefit Life, an agency dinner- 
meeting was held, followed by an enter- 
tainment program with B. P. Rouse, for- 
merly Los Angeles general agent, as 
toastmaster. Speakers included B. C. 
Hanna, president of Los Angeles Cham- 
ber of Commerce; Samuel Greene of the 
insurance department; Phineas Prouty. 
Jr., president, and Joseph Charleville, 
managing director Life Underwriters 
Association of Los Angeles; W. T. 
Shepard, president Life Insurance Man- 
agers Association of Los Angeles; H. G. 





a 


Kenagy, superintendent of agencies, and 
Virgil W. Samms, assistant superinten. 
dent of agencies Mutual Benefit Life 
and Bruce Gorsuch of the Los Angeles 
agency. 


Hull Talks to Joint Meet 


SAN FRANCISCO, Feb. 11.—Roger 
B. Hull, managing director National As. 
sociation of Life Underwriters, spoke 
to a joint luncheon meeting of the San 
Francisco Chamber of Commerce and 
the San Francisco Life Underwriters 
Association. 

Mr. Hull said the American peopk 
must provide for the future out of their 
earnings of today and not depend on 
government bounty. Self-help instead 
of governmental dependence must be 
stimulated. Insurance companies have 
distributed to policyholders and _ bene. 
ficiaries $18,741,000,000 in. the past seven 
years, a sum larger than the national 
debt increase, said Mr. Hull. 

“IT believe,” he said, “the institution 
of life insurance, more than any other 
economic factor, is going to supply to 
America during these years just ahead 
the backlog of the thrift of its people.” 


Joins Seattle Agency 


C. W. Huffine has joined the Wash- 
ington state agency of the Massachu 
setts Mutual Life at Seattle, of which 
A. H. Challiss is manager. He has been 
living in the east for a number of years 
and has just returned to Seattle. When 
he graduated from the University of 
Washington, in the engineering depart- 
ment, he became associated with the 
Westinghouse people for five years in 
their sales department. Then he was 
associated with the Boy Scouts of 
America as assistant executive in Spring- 
field, Mass., and Orange, N. J. He 
intends to make Seattle his home. 








AS SEEN FROM CHICAGO 
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SUPERVISORS HOLD FORUM 


An open forum was conducted by the 
Life Agency Supervisors of Chicago on 
“Approach for the New Agent.” Robert 
Curry, Aetna Life, was the discussion 
leader. One of the questions all were 
asked to speak on was, “What ap- 
proaches have you been giving the new 
agent to enable him to secure inter- 
views and business?” B. H. Groves, 
Travelers, president, presided. 


* * 
INSURANCE SECOND CHOICE 


Insurance ranked second among the 
services and commodities most desired 
by Chicagoans, according to the fourth 
consumer survey of De Paul University, 
which made a personal check of 10,512 
families through 44 interviewers. Auto- 
mobiles were first on the list. 

Residents were questioned in all sec- 
tions of the city. Insurance was first 
choice of 648, second of 453 and third of 
588, while radios trailed closely. Rank- 
ings were determined by the number 
placing the service or commodity first 
among desired things. 

* OK Ok 
FIDELITY MUTUAL AGENTS MEET 


The three Chicago agencies of the 
Fidelity Mutual are now arranging to 
hold monthly meetings for educational 
and business stimulation purposes. H. 
G. Garretson, assistant manager of 
agencies, is temporarily located in Chi- 
cago and will travel out of there for 
some time, visiting agencies throughout 
the central west. He makes his head- 
quarters with the Brennan agency in 
the Conway building. The Brennan, 


Cranston and Van Page forces at the 
monthly meetings will have the leaders 
listed according to production as to the 
previous 


month and the year. Paul 








Ries, Jr., of the Brennan agency was 
the January leader. 
* Ok Ox 
INSURANCE STOCK QUOTATIONS 


H. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade building, Chr 
cago, gives the following quotations om 
the stock of life companies: 


Par Div. Bid Asked 
Aetna Life «.... 10 .60 314% 32% 
Bank. Nat. Life. 10 1.00 27 30 
Build. Life, I... 1 ea 1 3 
Central Life, Ill.. 10 9 . 


Gent. States Life 5 ... 5 


9 
Columbia Nat...100 4.00 80 90. 
Conn. Gen. Life. 10 .80 360k 
Cont. Assurance. 10 2.00 36 38 
Cont. Am. Life.. 10 1.20 30 34 
Farm. & Traders.100 12.00 210 225 
Fed. Life, Chgo.. 10 nae 8 +s 
Gitarad-Life ...... 10 -40 14 16 
Great Nor. Life.. 10 nee 4 oC 
Great South. Life 10 2.50 30 39 
Life & Cas.,Tenn. 2 sacs 15 17 
Lite of Va... 20 3.00 73 8 
Lincoln National 10 1.20 4 ee 
Mo. State Life... 10... % 4 
Natl. Life & Ac.. 10 1.60 65 09 
Northw. National 5 -60 16 a 
North Amer..... 2 sts 3% a 
Ohio National... 10 1.00 24 28 
Ohio State Life..100 10.00 225 - 
Old Line Life... 10 .60 15 . 
Pacific Mutual... 1 aA 3 
Peoples Life, Ind. 10 -60 20 ; “i 
Philadelphia Life 10 “re 3% B 
Prov. Life, N. D. 10 .80 11 * 
Rockford Life... 10 vee Ee O56 
Sun Life, Can...100 Re, SAS aes 
Travelers ..../.. 100 16.00 505 516 
Union Central... 20 1.20 21 i 
Wisconsin Natl.. 10 .50 16 

* *k * 


The Chicago office of the Illinois insur- 


c s ; arger 
ance department is moving into larg 
quarters at A-1437-9 Insurance 
change. 


President C. E. Becker of the Gre! 
American Life of San Antonio, aceot 
panied by Mrs. Becker, is making @ a 
ness tour of Los Angeles, Oakland, »4 
Francisco and Palm Springs, Cal. 
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An interesting piece of work has 
been done in the Massachusetts Mutual 
agency of I. B. Jackson, Cincinnati, by 
racy Evans, who led that agency in 
paid lives his first year in Cincinnati. 
Mr. Evans went to Cincinnati a stranger 
n October, 1935, and wrote 70 cases for 
$292,522 in 1936. 

Mr. Evans uses premiums as the 
yauge of his monthly efforts. Volume, 
he said, doesn’t mean a thing. Mr. 
Evans is a staunch believer in a budget. 
He sets a reasonable quota for the year 
‘hich will cover his budget and then 
determines what his monthly production 
will have to be in order to meet his bud- 
get requirements. He found that his 
average commission was $11 per $1,000 
and planned his production accordingly. 
If his monthly budget were planned on 
a basis of $200 and he secured an in- 
come of $250, Mr. Evans disregards the 
extra $50 he earned and would start out 
the beginning of the next month with 
$200 as his goal. However, if he failed 
to obtain his $200 objective in any one 
month, he makes it a point to make up 
the deficiency the following month. 


How Records Are Kent 
for Future Appointment 


A desk calendar is used to keep a rec- 
ord of appointments. Mr. Evans makes 
it a point to make the call at the time 
a prospect says he will be ready to buy 
insurance. If the prospect says, “I can’t 
take the policy today, but come around 
and talk to me the first of September,” 
Mr. Evans marks his calendar so that 
he will be certain to call on Mr. Pros- 
pect Sept. 1. 

_ A policyholders’ record of age change 
vis kept by months, the record showing 
sage changes a month ahead of time. 

Mr. Evans said many agents talk age 
i changes the first thing; he believes they 

should be used as a final “knock-out 

ow. 


Mr. Evans has built his clientele on 
the agency’s old or “orphan” policy- 
older files. Almost any agency, he said, 

Shas file after file of orpkan policyhold- 
ets, most of whom have not been seen 
by a representative of the company in 

/Many years, usually not since their pol- 

A company has a cer- 


eers that a new company does not have. 


= Policyholders appreciate the servicing 
cs of their policies. 


Some Reason Should 
Be Found for Appointment 


According to Mr. Evans, the agent 


Bshould find some reason why a pros- 


pect should be seen. He may either 
tell him something new about his life 
Msurance or find flaws in his life insur- 
ance program. Do his policies have wai- 
ver of premium? Is a contingent bene- 
ficiary named? Is he taking advantage 
of his policy settlement options? 

. Practically all of Mr. Evans’ business 


'S written on a survey basis and the 


erompnet 1s usually not closed until the 
recond call. Well over 50 percent of 
ee have developed into sales. In 
ati? agencies, persons are available for 
wee Bisa without cost to the agents 
as €n it only $1,000 is written on an 
able tas of $5, the business is profit- 
vilieaiie will probably become more 
rege in the future. When Mr. 
lees ne completed an audit, policies 
which a in an attractive holder on 
Stamped Yr geome a 
ing only “25 go age for the holder 
He Tipest prospects are th 
have been recently transferted to “ihe 








city. In almost every case transfers are 
made because of an advancement and 
Mr. Evans sells one-third of these per- 
sons he calls on within three weeks. 

After a medical examination, there is 
an extra 90 day period to place addi- 
tional insurance and Mr. Evans always 
contacts his new policyholder before 
that period has expired, reminding him 
that he may supplement his life insur- 
ance program without taking another 
examination. 

Mr. Evans stresses no particular pol- 
icy in selling. He said, however, that 





people are now extremely retirement 
conscious with the publicity given old 
age income and social security old age 
pensions and retirement policies at age 
55, 60, or 65 are almost certain to in- 
terest the prospect or policyholder 
whose present insurance does not pro- 
vide for retirement or an adequate old 
age income. His sales were almost ex- 
clusively on male lives, although there 
were a few women that he closed in 
1936. Mr. Evans believes that agents 
many times do not follow up leads on 
servicing policies which make the ef- 
fort very worthwhile. Several times he 
has delayed seeing a policyholder, think- 
ing the business would not be impor- 
tant enough to warrant a special call, 
finding when he made the call not only 
did he perform a service greatly appre- 
ciated by the policyholder, but also se- 
cured good business and future pros- 
pects. 





| Calls Juvenile Policies Lucrative 








Walter Boireau, Berkshire Life gen- 
eral agent at Boston, in an address be- 
fore the meeting of the company’s 
Rhodes Club at the home office in Pitts- 
field, Mass., discussed merits of juvenile 
policies. He said in part: 

“There are 24,000,000 children in this 
country under 10 years old. There is 
no saturation point in this market, and 
it is increasing, not diminishing. It is 
not affected by legislation such as old 
age pension acts, security acts and other 
forms. Every city, town and hamlet has 
plenty of these prospects. It is a mar- 
ket unlimited, friendly, pleasant, a talk- 
ative market. I mean the other fellow 
will talk and develop the picture before 
you, without your cross-examining him 
like a Philadelphia lawyer. Show me 
the loving father or mother who will 
not talk about the future of their boy 
or girl. This very thought of the boys’ 
and girls’ future gives to us the greatest 
kind of opportunity to be of practical 
service and opens the doors to real sales. 
And don’t forget these boys and girls 
are the real buyers of tomorrow for you 
and me and for the Berkshire long after 
we are gone. Go with them and you 
can’t prevent yourself from growing. 


Sources of Prospects 


“Some may ask, but just where are 
these easy prospects? Listen, think and 
act. Here are but a few of them as 
suggestions: Children of policyholders, 
children of rejected applicants, children 
of prospects, children of friends, mem- 
bers of child groups, neighborhood chil- 
dren, children who have just moved to 
town and newly born babies. In addi- 
tion, if you are interested in Boy Scout 
work, particularly the Cub pack, or 
parent-teachers’ organizations of ele- 
mentary schools, give your time to these 
worthwhile causes and you will not want 
for juvenile prospects. 


Education from Income 


“Suggest to him that he build a col- 
lege education out of income instead of 
capital. Ask him if he would sell $130,- 
520 for $250 a year. That is the value 
of an education. Impress upon him that 
you do not want to insure his life, but 
you do want to assure the college educa- 
tion of his boy. Impress upon him that 
15 years from now you want to come 
back with a check to pay the college bill 
and make it possible that he will not 
have to get a mortgage check. Make 
him see the new way; that is, of pro- 
viding college educations, paying out of 
income, not capital. 

“Have a plan that is self-completing. 
Of five fathers 25 years old, four will 
live to see their child through college. 
One will not. Of four fathers 35 years 
old, three will live to see their children 
through college and one will not. Of 
three fathers 40 years old, two will live 





to see their children through college and 
one will not. To these the payor clause 
is the magic part of juvenile insurance. 

“Other sales are by-product of juve- 
nile. They are many, and often more 
profitable than the sale of juvenile itself. 
A study of our juvenile applications tells 
us much regarding the parents. Experi- 
ence has. taught us it is one of the best 
ways to find out how much insurance the 
man has. In October last an agent made 
nine juvenile interviews. Let me give 
you the sales: Two juvenile and three 
regular policies, with a volume of $24,- 
000 and, in addition, four qualified pros- 
pects for juvenile. Parents who have 
a juvenile educational plan take no small 
amount of pride in telling their relatives 
and close friends about it. They become 
expert salesmen for you, your little or- 
ganization or yourself. They become 
controlled policyholders; not jumping 
here and there, but sticking with you. 
It is the best customers’ control plan of 
which I know. It is a good customers’ 
control plan; it is a good commission 
and renewal plan.” 


Single Service Best Objective 


Consistent, intelligent and construc- 
tive labor is the only road to success, 
Herbert N. Laflin, assistant counsel 
Northwestern Mutual Life, told the 
Lions Club of Milwaukee. The great 
benefactors of the human race, he said, 
were persons who set as their objective 
a single duty or service for humanity. 





Club Room Established 
by Agency in Macon, Ga. 











The C. E. Stevens agency of the Con- 
necticut Mutual at Macon, Ga., has orig- 
inated a new idea. The agency has fur- 
nished a large club room above the of- 
fice. Each salesman is given a key to it to 
be kept for 30 days. In order to retain 
it an agent must pay for $5,000 per 
month and increase that amount $1,000 
each month until he reaches $10,000. 
Thereafter every month the agent pays 
for $10,000 he may keep the key. Pol- 
icyholders and friends are free to use 
the club room for any purpose. The 
agents, therefore, find it very desirable 
to invite their clients and friends to the 
club room. This is particularly useful 
for more distant policyholders and mem- 
bers of their families. The club room 
is called the “Charles C. Jordon” room 
in memory of an agent who died last 
December. 


D. J. Greenwald, St. Paul, ranked sixth 
place in volume among the ‘Travelers’ 
life agents. 
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WOMEN PROSPECTS 


Zura Ziegler Brown, Fort Wayne, 
Ind., agent of the Lincoln National Life, 
specializes on selling to women and has 
earned herself a place among the com- 


pany’s topnotch producers. She classi- 
fies her prospects thus: ; 
1. Young single women. This group 


needs a savings plan that is systematic 
and flexible. Endowments often appeal. 

2. Women with dependents. This 
group shoulders the responsibility of a 
man and has need for a similar type of 
protection. Ordinary life policies are 
frequently good remedies. 

3. Married women who have allow- 
ances and know how to save. They 
usually welcome the suggestion of a re- 
tirement income or a long term endow- 
ment as a worthy substitute for the 
sugar bowl method of saving. 

4. Women whose husbands are as- 
sured of company pensions. These 
women will need their own pensions if 
their husbands should die. Besides they 
are already sold on the idea of a pen- 
sion. 

5. Wives or mothers who carry no in- 
surance. Women are assets to their 
household and should be insured. Help 
them start a small program. 

6. Women with money of their own. 
These women are more numerous and 
more thrifty than is generally supposed. 


‘Insurance appeals to them. The insur- 


ance agent should too. 
*x* * * 
TWO SOURCES OF INCOME 


For the past three or four years it 
has not been fashionable to save money. 
No one, it seems, has wanted to have 
the reputation of being thrifty, of being 
a penny pincher, a hoarder of money. 
Why should a person want to be thrifty 
and save a portion of their earnings? 
We live under a capitalistic form of 
government. If we save a little and cre- 
ate an estate the interest, dividends, or 
rents can be used to increase our in- 
come later on. There are only two 
sources of income, men at work—or 
dollars at work. If both sources can 
be used it stands to reason your income 
will naturally be larger. You might 
need to draw on this estate in case of 
an illness, an accident, unemployment, 
or to go into business for yourself. It 
would help the family, in case of pre- 
mature death, and will be one of the 
sources of income in retirement years.— 
Alvin Moser, Aetna Life, Milwaukee. 

oe 


GUARANTEED FORMULA SUCCESSFUL 


A prescription for getting out of a rut 
with a $5 guarantee that it will work 
was recently offered to his agents by 
A. L. Bell, manager of the Mobile 
agency of Protective Life of Birming- 
ham. 

The agents were asked to sit down 
each night with their wives, make up 
a list of 10 good prospects, discuss rea- 
sons why they should buy insurance, 
and then go see them the next day with 
an intelligent sales presentation. This 
formula was to be repeated every day 
for 10 days with an offer of $5 if no 
business was written in 10 days. The 
idea seems to have worked as Mr. Bell 
did not have to pay a single $5. In fact 
some of the agents reported they loaded 
themselves up on sufficient prospects to 
last two months or more. 


Dr. Charles Weber, vice-president of 
the Columbia Life, Cincinnati, and a di- 
rector practically since the company was 
organized in 1902, died at his home there 
after a lingering illness at an advanced 
age. 
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Social Security Aids Death Cover 


(CONTINUED FROM PAGE 1) 





eral increase in business activities and 
high prices. 

Conceding that the presence of the 
social security act might be used in a 
frivolous fashion to terminate a selling 
interview, Mr. Linton expressed doubt 
that it would be raised as a serious ob- 
jection. Mr. Linton asked for a show 
of hands by all those who had run into 
the social security act as a serious ob- 
jection from prospects, either to buying 
new ‘ingurance or to keeping their 
present insurance. Only five raised 
their hands although the auditorium 
was packed almost to capacity. 


Still a Margin Left 


Most prospects, Mr. Linton pointed 
out still have a margin for buying life 
insurance after paying their social se- 
curity tax and the life insurance con- 
tract has certain advantages in a way 
of emergency values, flexibility and the 
like which are not the case under so- 
cial security. For example, the em- 
ploye must retire from work in order 
to get the pension and younger men 
may prefer to look forward to retire- 
ment at a younger age, say age 60. 

Mr. Linton predicted drastic modi- 
fications in the full reserve social se- 
curity plan, which he termed a serious 
defect, in that it fails to meet the prob- 
lem of the next 10 to 20 years and di- 
verts so much money so that the gov- 
ernment must cut down on what it can 
pay in the earlier years. 


Act Won’t Teach Thrift 


While expressing the belief that the 
life insurance man has no need to be 
concerned at adverse effects of the so- 
cial security act and should certainly 
be able to capitalize the monthly income 
idea, Mr. Linton doubted that the so- 
cial security act would go very far in 
teaching thrift to the American people. 

The plan, he predicted, is going to 
be looked upon not as insurance or 
thrift but as a tax which those in their 
productive years pay for the support 
of those who can no longer work, and 
that no matter how it goes about it 
each generation is going to take care 
of its own aged population, with the 
next generation doing the same for 
the present generation as it in time be- 
comes too old to work. He doubted that 
any scheme can prevent this from hap- 
pening and suggested caution in calling 
a social security plan a great thrift 
idea. 


“Saturday Evening Post Philosophy” 


In explaining the need of Federal so- 
cial security if the problem of old age 
and other contingencies are to be ap- 
proached realistically for the great mass 
of people, Mr. Williamson questioned 
the soundness of the “good Saturday 
Evening Post philosophy” which holds 
that every American not only has a 
steady job and income enough to salt 
away a surplus but also has-the knowl- 
edge to know just how much of his in- 
come he should set aside and what 
hazards he should insure against and 
how much for each. He made some 
rough calculations to show that to in- 
sure against sickness, unemployment, 
accident, and retire at age sixty-five on 
a half-pay, one would have to set aside 
about 27 percent of his earnings each 
year. 

While conceding that life insurance 
has done quite a lot on the death side 
though its benefits are not thoroughly 
distributed, and some on accident, Mr. 
Williamson pointed out that relatively 
little has been done on sickness, little 
on old age, and nothing on unemploy- 
ment. When the Social Security Board 
which came into existence in the Fall of 
1934 realized not only the rarity of per- 
sons setting aside 27 percent of their in- 
comes but that even if they all did this 
there is a limit to the country’s capacity 
for advance savings. It was also rec- 
ognized that the necessity for relief had 





been admitted and that people will not 
be allowed to starve. 

Interference with the employes’ “God- 
given right to make their own pro- 
vision” for old age had been initiated 
by employers before the government 
stepped in, Mr. Williamson reminded 
his audience. 

“Employers and employes in leading 
industries—and only in leading indus- 
tries is there enough employer cash 
margin—have abandoned belief in the 
ability of the individual to function un- 
aided in providing for his old age.” 
Mr. Williamson said: “In this abandon- 
ment there has been no assurance to all 
the employes that they could count 
upon anything definite in old age. Even 
established pension plans rarely give 
much in the line of old age benefits to 
the short-time worker, to the man who 
goes from employer to employer. 


Social Budgeting Needed 


“This social budgeting, need for 
which is recognized by employers in 
their consideraton of pension plans 
seems only periodically available in the 
aggregate when society steps into the 
role of the employer, harnesses together 
the tax paying ability of employes and 
employer and starts furnishing old age 
benefits and that still more difficult 
program unemployment compensation. 

“There is a chance to collect funds 
through taxation and back the program 
through the taxing power. Together, 
we are responsible, competent. We have 
to meet the needs anyway. We should 
jointly combine to make the relief 
method over into the security method.” 

Chairman C. P. Dawson of the educa- 
tional committee introduced the speak- 
ers. 


Sees Responsibility 


for Agency Force 


(CONTINUED FROM PAGE 1) 


Not only are they the future managers 
of our company, but they are also the 
trainers of agents who will in turn suc- 
ceed them. 

“There is undoubtedly a continuing 
and constant improvement in the charac- 
ter and capacity of the agency staff. Men 
who have been in the business longer 
than I will vouch for this statement, and 
I have no hesitation in asserting it within 
my own experience. 

“IT admire and respect the present 
agency staff of the company. I do not 
like to see the loss of a single member. 
But as inevitable vacancies occur, I am 
determined that we shall replace them 
with a constantly superior type of agent, 
intelligently selected by the management 
for the purpose. Having selected a good 
man, our responsibility has only begun. 
He must be properly introduced, and it 
is probably true that the manner and 
method of introduction are the com-. 
pany’s most important provision for the 
future career of the new agent. Respon- 
sibility for this introduction rests, in the 
last analysis, upon the manager. Good 
selection and careful introduction will 
do much to decrease the ratio of final 
accounts. 


Psychological Corporation’s Services 


“You may be interested to know that 
for the last four years we have been 
making scientific studies of men who 
have come into our business. This study 
has been made for us by the Psychologi- 
cal Corporation. From this study we 
are beginning to learn many things about 
the type of man who is most likely to 
succeed in our business. The reason we 
are trying to find some scientific method 
for use in the selection of men, is not 
alone because it is good for the company: 
it will weed out men who have no capac- 
ity for the business and in that way will 
be doing them a service. 

“We now have six districts where men 





who have come into the business are 
being tested. The managers who are 
giving these tests very willingly offered 
to cooperate with us, and we hope in 
a year or so to have something very 
definite to show as a result of these 
experiments. 

“It is of course obvious that no matter 
how good your selection may be, unless 
you recognize and assume responsibility 
for continuous training, your good selec- 
tion will not amount to very much.” 


Chairman Ecker Gives Basis 


of 1937 Ordinary Dividends 


(CONTINUED FROM PAGE 1) 


ing an average yield on all bonds and 
stocks, having a total value of $2,447,- 
203,624, equivalent to 3.56 percent as 
compared with 3.83 percent at the end 
of 1935. 

During 1936, investments in the bond 
department which were increased by 
the number of recurring maturities, to- 
talled $622,931,150 at an average yield 
of 2.30 percent of which some $200,- 
000,000 were in short term maturities 
averaging .36 of 1 percent. 


Mortgages Still Scarce 


Offerings of acceptable loans on real 
estate continue to be scarce, Mr. Ecker 
said, adding that in this field, as in the 
bond account, the company is losing 
some good loans through refinancing. 
During ‘the year it invested in city 
mortgage loans a total of $31,932,749, 
which while nearly two and a half times 
as much as last year, is an indication of 
the limited opportunities to secure satis- 
factory investments in that field, he 
said. These investments were made at 
an average rate of 4% percent as 
against 4.898 percent last year. 

The total outstanding at the end of 
the year, including foreclosed liens sub- 
ject to redemption, secured by mortgage 
of city and farm property was $1,032,- 
686,359. The investment secured by 
mortgages on city loans was $80,423,354 
less than at the beginning of the year, 
but the reduction was some $25,000,000 
less than the preceding year. Farm 
loans were about $15,485,000 less. The 
average rate of interest on all mort- 
gage loans was 5.155 percent as against 
5% percent last year. 


Took Some Farm Loans 


Notwithstanding the activity of fed- 
eral loan agencies, the company was 
able to invest in satisfactory farm loans 
in 1936 $874,783. Including $9,723,693 
renewals, and 60 purchase money mort- 
gages amounting to $323,529, the aver- 
age rate was 4.76 percent. The com- 
pany owns farm properties of a total 
book value about equal to outstanding 
farm loans. However, the percentage 
of farm real estate owned to total as- 
sets of the company is about 1.84 per- 
cent, 

Foreclosed property, other than 
farms, held at the end of 1936, amounted 
to $258,339,765. The total, including 
farms, is but 7.68 percent of ledger as- 
sets. Properties acquired under fore- 
closure and held subject to redemption 
amounted to $9,619,798 at the end of 
1936, constituting .35 of 1 percent of 
ledger assets. 


Sold $41,800,000 Worth 


The Metropolitan sold last year farm 
and city properties amounting to ap- 
proximately $41,800,000, at prices well 
in excess of book values. This includes 
contracts outstanding. The recovery 
in real estate, as usual, is slower always 
than that of the security market, Mr. 
Ecker said, “but improvement is very 
much in evidence and we probably have 
reached the peak of our foreclosures 
and as previously reported, our interest 
in arrears is substantially less this year 
than last.” 

Compared to total assets, real estate 
foreclosed by all life insurance com- 
panies throughout the period of the de- 
pression has not been as great as in 
the late eighties and nineties of the last 








Reappointed 








ERNEST PALMER 


Insurance Director Palmer of Iflin 
has been reappointed by Governor H 
ner for a second term and Roy LD 
vis, who was recently appointed assi 
ant insurance director, was reappoint@ 
for a full four year term. These appoiti 
ments will probably go to the sen 
for confirmation this week. 








A. L. McCormack Is Head | 
of Central States Life 


ST. LOUIS, Feb. 11—A. L. McCor 
mack has been elevated to the presi 
dency of the Central States Life. Walk 
ter M. Crunden, president, was made 
chairman of the board, a position once 
held by his father, the late F. P. Crun — 
den. J. H. Grand succeeds G, B.} 
Logan as general counsel. All other 
officers were reelected. 


ST. LOUIS, Feb. 11.—The Cent 
States Life has elected these new @ 
rectors: A. S. Kendall, vice-presidé 
Crunden-Martin Manufacturing CG 
pany, which is headed by W. M. 
den, president Central States; Cornel 
P. Shea, president State National 
A. F. McKenzie, investment broker; ! 
P. Loesch, insurance broker, all of 
Louis, and John C. Ashley, Melbowi 
Ark., a state senator. 

Directors not reelected were G. 
Logan, F. E. Gunter, F. J. Wade, Ma 
sey Wilson and Arnold Stifel. Mr. 3 
fel surprised the officials of the comp 
by failing to vote his block of m 
than 25,000 shares or 32 percent of 
standing stock. He explained later} 
preferred to be inactive in the comp 
for the present. : 


Woods Company Wins Cont 

The Youngstown Sheet & Tube Com 
pany, Youngstown, O., awarded @ 
E. A. Woods Company of Pittsbut 
the privilege of insuring the lives off 
13,000 employes for contributory gf@ 
life insurance. The total volume of! 
surance involved is in excess of $ 
000,000. L. A. Spencer and | 
Travis, Youngstown representatives 
the Woods Company, handled the t 
action. 


House Honored at Utica 


Agents of the Aetna Life in Us 
N. Y., attended a sales promotion ms 
ing there, addressed by W. H. 
home office underwriter. A dinner 
given in honor of L. H. House, who 
just completed four years as gene 
agent in the Utica district. q 








century, he said. “My recollectioa 
that foreclosures for that period raf 
high as 12 percent of assets,” he 





